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ECONOMY 
Provides a simpler design - 
quieter operation; easier pumping 
of high volatile fuels; more pump- 
ing capacity with less r. p.m. and 
less wattage; and the easiest ac- 
cessibility of any pump on the 
market. These add up to lower 
operating cost and longer trouble- 
- free service. 


—- METER SYSTEMS, INC. 


ERIE, PENNSYLVANIA 
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Only the highlights are listed above. Ask ERIE’s new line includes 8 mod- 
for new bulletin 1498 for the complete story els; standard and heavy-duty pumps 
on the new ERIE Gasoline Pump line. and remote control dispensers. 
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The Filter More Car Owners Know 
Here are the facts...proved by actual survey! 


@ More car owners know and ask for 
FraM over any other filter brand! 

® More dealers say Fram is best adver- 
tised to their customers! 

@ More cars are equipped with Fram 
than any other brand! 

e Fram advertising is the biggest, most 
powerful in the industry! 


* AIR * FUEL + WATER 


Investigate FRAM for your TBA line! 
FRAM CORPORATION, Providence 16, R. |. Fram Canada Ltd., Stratford, Ont. 
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REG. U.S. PAT. OFF. 


Nothing stops ‘em like DULUX | 


A good-looking station means business. Catch the 
motorist’s eye, and chances are you’ve caught 
another sale. That’s why profit-wise station own- 
ers are painting their pumps and buildings with 
Du Pont DULUX Enamels. 

Du Pont DULUX Finishes are chemically 
engineered to take the toughest, roughest wear 
without losing their bright, eye-catching colors. 
Come rough weather or hard knocks . . . gas, oil, 
and grease spillage . . . DULUX still gleams and 
sparkles anew after each wipe-down. Your main- 


tenance is simplified, and maintenance costs are 
reduced. 


Take advantage of the sales-pulling power of 
DULUX. With over 187,000 competing stations 
throughout the country, it’s good business to 


have the car-stopping appeal a DULUX finish 
gives! 











There's a Du Pont Finish for every service-station surface! 


DU PONT 
“DULUX” EXTERIOR FINISHES 
for 
service-station exteriors 


Here’s one of the best-hiding, easi- 
est-spreading, finest-covering ex- 
terior finishes you ever used! No 
messy preparation—it comes 
ready to apply. Fortified with 
DULUX resin and special oils, it 
will protect your station 

for years! 








BETTER THINGS FOR BETTER LIVING 


«. . THROUGH CHEMISTRY 





Chemically engineered to do the job better 
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Petroleum | News for July 7, 1954 
Behind Our Headlines Ahead of the News 5 

Most of you have to be on the a 
alert for trends affecting oil market- Washington Staff Report , 
ing because your business may depend Petroleum Indicators 10 
on your ability to cope with the 
trends. One of our jobs, of course, Supply and Demand 11 
is to help our readers spot develop- 
ments that may result in trends. besser ag, ; 

One taking place now is the in- > . Losing Grip on Tanker Supremacy 15 
tensive experimental work on gas eee Plan Favors New World, Hits Old 16 
turbine engines. And Holger Ridder, etaining Wall Confines Terminal Blaze 17 
our automotive editor, reports some Public Relations 
of the very latest news on pages 25 Esso Seeks Employe ‘Ambassadors’ 23 
and 26. 

In an exclusive interview with Fuels 
George Huebner, chief of Chrysler’s Senate Report Backs Depletion and Synthetics 24 
central research division, Holger ob- 3 
tained two extremely pertinent blocks Automotive 
of information: prospective impact of What Gas Turbine Means to Marketers 25 
turbines on the oil industry and Seth 
Chrysler's thinking regarding the out- Fertilizer: New Field in Oil Marketing 30 
look for turbine-driven passenger cars. 

This is the first time that Chrysler Training 
has spelled out in such detail the How Dealers Start Their Own Schools 40 
significant aspects of turbine experi- 
mentation and its possible effects on Tires-Batteries-Accessories 
our industry. How TBA Helps an Oil Company 44 

The interview, held in Chrysler’s Warning of Trouble Can Sell Tires 45 
guided missile plant, lasted about two ae Rie 
hours. A brilliant engineer, Huebner _— ; : 

’ ‘ ; , ae Evolution of Gasoline Pumps 50 
is an ideal subject for interviewing A ; ‘ 

, Hydraulic Delivery Saves Time 52 
because he goes beyond just answer- 
ing a question, said Ridder, himself Regions 
an old hand at conducting interviews. Interpreting the Oil News 54 

While there are many things Chrys- 
ler won’t reveal yet about its turbine, Markets 
Huebner talked very freely. When Oil Market Review 56 
questions pertaining to confidential Prices at Refineries and Terminals and by Tank Wagon 60 
matters arose, Huebner simply said About Oil People 68 
so rather than evade them. 

He is also Chrysler’s guided missile Coming Meetings 72 
engineer. “With both the missile and siete 
the turbine job on his shoulders, 1 | Advertisers’ Index 67 
felt lucky to spend two hours with 
him,” reported Holger. 
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Customers have confidence 
in shipments by 


COMMERCE 





Customers know they are getting full value when they 

get a shipment of lubricating oils, additives or petrochemicals 
from the Commerce Oil Corporation — because every drum 

is equipped with Tri-Sure* Closures, which seal in the fine 
quality of every gallon, and seal out every impurity. 

Tri-Sure Closures have a Flange that is integrally assembled 
with the drumstock; a Plug that fits securely into the 

flange; and a Seal that forms a leakproof covering which 
prevents undetected tampering and pilferage. This is the 
protection that Commerce depends on, year after year, 

to preserve the output of its superb processing . . . to maintain 
the confidence of every customer. And this is the protection 
that it pays to give to every product that you ship, 

wherever you ship it. 


When you order drums, order security for every gallon— 
full value for every customer — by specifying ““Tri-Sure 


*The ““Tri-Sure” Trademark is a mark of reliability backed by over 30 years 
serving industry. It tells your customers that genuine Tri-Sure Flanges 
(inserted with genuine Tri-Sure dies), Plugs and Seals have been used. 


AMERICAN FLANGE & MANUFACTURING CO. INC. 
30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 


Tri-Sure Products Limited, St. Catherines, Ontario, Canada 
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AHEAD OF THE NEWS 


Two Turbine Views—Chrysler and General Motors have 
conflicting views on the gas turbine outlook, which oil and 
automotive men are watching closely. Chrysler seems to 
think the turbine-driven car may come into its own in the 
foreseeable years. GM is more cautious, believing turbines 
will be limited to trucks, buses and other heavy uses. It’s a 
guessing game in Detroit over which viewpoint to gamble 
on. 


Turbo-Auto Factory—All speculation as to when passen- 
ger cars will be powered with gas turbines can be upset if 
one thing happens: Should one car manufacturer solve the 
strategic metals problem and decide to market a few tur- 
bines for sportscar or luxury trade, the race to mass-pro- 
duce turbine cars will be on. That’s the consensus in 
Detroit. Thinking at Chrysler seems to be that if it can 
mass produce turbine cars economically in the next few 
years, it will do so, even if it hasn’t amortized its tooling 
cost for producing V-8 engines. Once the turbo-auto ap- 
proaches practicality, everyone will have to board the band- 
wagon to remain competitive, automotive men believe. (See 
page 25 for the latest turbine engine news and how it affects 
oil marketers.) 


Nickel Battery Test—Chrysler Corp. is said to have 
ordered several dozen nickel-cadmium batteries for ex- 
perimental use in official cars. Although small-scale output 
is no true index, oil men who know the present factory 
cost say that such batteries would have to carry a retail 
price tag between $200 and $300 if marketed through 
normal channels. 


OWIU Wage Demands—tThe CIO steelworkers’ wage 
agreement has touched off speculation over its effect on 
wage demands of Oil Workers International Union (CIO). 
The steelworkers got an increase of 5¢ per hour plus 
benefits—making a package of 9¢ to 10¢ an hour. Last 
month OWIU announced it would seek a 5% wage hike 
this year. That’s roughly 11.25¢ an hour. Sometimes, the 
steelworkers set the pattern for wage raising, and this might 
mean OWIU will trim its demands. On the other hand, 
OWIU claims 1953 was a banner oil industry year and that 
the profit level continues high. Thus, OWIU might well 
stick to its 5% demand. 


Amazon Refinery Due—tThe first oil refinery in the 
entire Amazon Basin will be built at Manaus, Brazil, by 
Southwestern Engineering Co., Los Angeles, for Com- 
panhia de Petroleo da Amazonia. The 5,000 b/d refinery 
will have a UOP fluid cat cracker, topping unit, and drum 
and can plant. Some products will be barged down the 
Amazon River to coastal markets. Crude supply will come 
from either Venezuela or Peru. Completion under South- 
western Engineering’s $4 million contract is slated for late 
next year. 
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Spokane Hotspot—The rough-and-tumble battle for the 
Inland Empire market in the Northwest is expected to 
break about Aug. 1—six weeks sooner than predicted. At 
that time, the Yellowstone Pipe Line from Billings, Mont., 
to Spokane, Wash., will be completed ahead of schedule. 
This means that a real surplus of oil products can pile up 
in the Inland Empire (Washington east of the Cascade 
range) unless supply is kept in line voluntarily. Most mar- 
keters have been predicting loose supplies and a rough 
tussle for business. The 531-mile Yellowstone line should 
also halve the present $1.57 per bbl. cost to Carter Oil Co. 
and Continental Oil Co. for shipping products by rail from 
their Billings refineries to Spokane, according to Joseph 
Seger, Yellowstone Pipe Line Co. president. 


LP-Gas Conversion—About 80% of the farm machinery 
in the lower Rio Grande Valley of Texas will be operating 
on butane and propane by 1957, according to predictions 
of some oil wholesalers and farm implement companies in 
the area. The conversion from gasoline to liquefied petro- 
leum gas that started in 1950 has now reached about 45% 
of the farm machinery. 


Promotion Worksheet—A new plan aimed at helping 
the station dealer make a systematic sales promotion effort 
will be introduced shortly by Union Oil of California. Deal- 
ers will be asked to fill out a “promotion forecast” form 
for their own guidance. The form is a worksheet on which 
the dealer will be shown how to allocate his promotional 
budget among various methods for reaching different kinds 
of customers. 


Private Brand Quality—More and more signs advertis- 
ing gasoline quality as well as low prices are appearing at 
private brand stations in the Southwest. Several outlets in 
South Texas now advertise 93 or 95 octane premium. One 
sign reads: “93 Octane—No Ping, No Pong.” Furthermore, 
the private stations aren’t raising their prices. In most cases 
they continue to sell 2¢ per gal. or more under their major 
brand competitors. 


Smog from Tankers—In the talking stage is a project 
aimed at reducing hydrocarbon losses from gasoline tankers 
loading at terminals in the Los Angeles area. To control the 
estimated five to six tons daily of air pollutants from this 
source, smog control authorities have suggested either 
vapor cycling equipment at docks, or purging of empty 
tanks at sea. Oil companies think they can halve the emis- 
sions by sweeping out gasoline vapors with air scoops, or 
by blowing steam or flue gases into the tanks, while the 
vessels are still at sea, far from the Los Angeles atmosphere. 


For more Ahead of the News > 
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SS Customers SAY... 


“Hood Safety-Seal 
Tubeless Tires give 
me the complete 


safety | want’’ 


Dealers say... 
“Hood Franchise means better 
profits and easier selling’’ 


we say LET'S TALK OVER A HOOD FRANCHISE...NOW!" 


R more years than most of us 
can remember, the name “Hood” 
has been impressed on the minds of 
tire buyers. It has always stood for 
many more miles of safe, pleasurable 
driving. Today, this is more true 
than ever, for Hood dealers are 
selling a new Tubeless Tire with 
more built-in safety, more honest- 
to-goodness mileage than ever 
before offered . . . the Hood Safety- 
Seal “400”, 

With this new premium profit 
tire, with a complete line of tires for 
passenger cars, farm equipment and 
trucks, Hood dealers are in a better 
spot now than ever before to reap 
the benefits of Hood progress and 


ae 
—— 


ae 
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aggressive merchandising. 

Hood territories are protected 
territories. The business you build 
is all yours. 

Hood has developed powerful 


new selling tools and training tools 
to help you move merchandise at a 
faster, surer pace. You get motion 
pictures, slide films, demonstration 








Bonus Skid Protection. 
Molded into the 
four outside ribs of 
this new Hood 
Safety-Seal Tube- 
less Tire are flexi- 
ble Safety-Grip 
Blocks. When 
brakes are applied, 
these Safety-Grip 
Blocks provide 
hundreds of sharp 
edges that grip 
the road from 
every angle to give 
faster, straighter 
stops. The broader, 
flatter tread gives 
youabonusin 
extra-long mileage 
as well as a bonus 
in skid protection. 


Freedom from Punc- 
tures and Blowouts. 
A layer of gummy 
rubber inside the 
Safety-Seal Tube- 
less Tire seals 
punctures as fast 
and as often as they 
occur. A patented 
blowout shield 
covers the inside 
of the tire from 
bead to bead. If 
severe impact dam- 
ages cords, a small 
hole develops in- 
stead of a major 
break. Air escapes 
slowly and the tire 
doesn’t blow. You 
are warned and 
can stop safely. 


kits. You get more literature, more 
display packages. 

Hood backs your efforts with full 
programs of merchandising and 
advertising support geared to the 
job of building business for you. 
You can get seasonal display serv- 
ice and national area advertising, 
plus other timely and effective 
activities ... all tailored to the needs 
of your business . . . all designed to 
help you get your proper share of 
the tire market. 

For complete facts on the all- 
market, premium profit franchise, 
write Dept. NH-7, Hood Rubber 
Company, a Division of The B. F. 
Goodrich Co., Akron, Ohio. 
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AHEAD OF THE NEWS 


Truck Crystal Ball—Oil companies in the market for new 
trucks next year may expect to see changes in 1955 truck 
models. There will be more automatic transmissions, V-8 
engines, tilt-forward cabs, and horsepower. GMC, Ford, 
Chevrolet, Divco Corp. and International are already in 
the automatic transmission field, with Studebaker a pos- 
sibility. The tilt cab, pioneered by White Motor in 1952, 
has been adopted by Diamond T and Mack. And the horse- 
power trend is up. 





Battery Price Outlook—Although some battery manu- 
facturers made price reductions in May, battery men think 
it unlikely there will be further cuts. What looked like a 
decline in the lead market probably will be halted when 
the government starts to take delivery of lead for its stock- 
piling program. But sharper competition may bring out 
more batteries of less than 100 ampere hour rating, with 
one rubber company said to be bringing out a 55 ampere 
hour battery. The second and third line batteries get little 
publicity, but will be used as the basis of low price adver- 
tising by dealers later in the summer. 


Big Deals for Dealers—Some oil marketing men think 
there are a lot of service station dealers with the TBA vol- 
ume to justify buying in larger lots than at present. The 
marketers say many dealers will stop buying in small lots 
or splitting their business, and start placing fat stock orders, 
if the proposition is made attractive and if credit limits are 
raised. Larger dealer shipments mean lower order-handling 
and accounting costs. 
se 


Texas Toll Roads—Turnpike plans in Texas have been 
slowed by a Dallas appeals court decision that toll roads 
are not exempt from local taxes. Only one toll project has 
been in the definite planning stage in Texas—a Dallas-to- 
Fort Worth highway. All projects are now awaiting higher 
court decisions on tax exemptions. 


NPN Staff 


New Northwest Refinery?—Another non-major refiner 
is rumored to be thinking of building a refinery in the 
Pacific Northwest—this one in Oregon. Independent inter- 
ests have talked about a Northwest refinery, and one is said 
to be in the planning stage, with Tacoma, Wash., as the site. 
But this is the first time an Oregon location has been hinted. 


Canadian Gas Wanted—Hope is not abandoned among 
West Coast oil and gas leaders who were disappointed by 
the Federal Power Commission’s ruling against entry of 
Canadian gas into the Northwest. Looking ahead, they feel 
the day will come when Alberta gas will move across the 
border to flow into the pipe line that Pacific Northwest 
Pipeline Corp. has just been authorized to build from the 
San Juan Basin to Washington. The abundant Canadian 
supply would displace San Juan Basin gas, which then 
would be available for shipment to California. The idea 
is in accordance with industry thinking that there should 
be more interconnections among long-distance pipe lines 
(much as electric power is exchanged by public utility 
transmission systems). 
° 


Offshore Oil Success—Standard Oil of California thinks 
the recent oil discovery off the Texas Gulf Coast made by 
its subsidiary Standard Oil of Texas “is potentially of 
significance” in the development of U.S. offshore oil re- 
sources. The wildcat well is in 38 ft. of water, 23 miles 
southeast of Corpus Christi. It is the first oil strike off 
the Texas coast since Congress passed the Submerged 
Lands Act. Standard of California President T. S. Petersen 
points out that “this is the first success we've received from 
more than $7,500,000 already invested” in offshore explora- 
tion by Standard of Texas in the last few years. He stresses 
that offshore oil is not the “bonanza” claimed by some. 


Cosden Ships Avgas—Cosden Petroleum Corp. this 
month is making its first shipment of grade 115/145 avia- 
tion gasoline under contract with the U.S. government. 
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Maley Promotion / 


— 


Sinclair Dealers are pumping more and more Sinclair Power-X Gasoline 
to more and more customers brought in by more and more of those 
hard-punching Power-X advertisements in over 400 newspapers. 


And now, Sinclair Dealers have still more sales-help—and it’s helping 
right where it helps most—at point-of-sale. 


It’s the stepped up Sinclair Power-X sales promotion material that 
Sinclair Dealers get free: big, four-color pole signs that sell night and day 
with vibrant Day-Glo ...a magnificent 3-dimensional Power-X window 
display with electric flasher that pulls every eye to the “Power up with 
Power-X” sales theme . . . plus other window displays and counter material. 


How’d you like to have all this advertising and sales promotional effort 


helping you step ahead in the Sinclair parade? See your Sinclair Representative 
or write Sinclair Refining Company, 600 Fifth Avenue, New York 20, N.Y. 


Ask about the Sinclair TBA Franchise 


featuring Goodyear — the greatest name in rubber. 
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WASHINGTON 


$1.9 Billion for Roads Is on the Way 


The country is right on the brink 
of the biggest highway building boom 
in history—a development in which 
oil companies have a big stake. 

Better roads. Better driving. Better 
gasoline sales. 

The Commerce Department has 
just released state-by-state apportion- 
ments of federal aid totaling $875 
million as the first step in the gigantic 
program for the two years that be- 
gan July. Total federal aid for the 
two years will be an unprecedented 
$1,932,000,000. 

Commerce Secretary Weeks made 
a special point of noting the import- 
ance of federal revenues from motor 
fuels: 

“A gratifying feature of the nearly 
$2 billion program is that federal 
funds approximately equivalent to the 
revenue program from federal gaso- 
line taxes will now be used entirely 
for the improversent and expansion 
of the nation’s highways.” 

The state-by-state allocations came 
six months ahead of the deadline set 
by Congress and several months earlier 
than usual. The Administration be- 
lieves this will give a shot-in-the-arm 
to the national economy as a whole. 
The early action means the states 
will be able in the next 90 days to let 
about $100 million more in contracts 
than they normally would. 

The Administration is confident the 
highway building surge will spark an 
employment climb within industries 
supplying building machinery and 
materials, in addition to furnishing 
direct highway corstruction jobs. 

The states will match the federal 
funds for primary, secondary, inter- 
state and urban systems at just under 
dollar-for-dollar. 


National Fuel Oil Push 


Some fuel oil jobbers are working 
hard to develop a nationwide cam- 
paign to promote fuel oil in the face 
of ever-increasing competition from 
natural gas. 

One purpose would be to support a 
national advertising, promotional and 
public relations campaign to convince 
the general public of the desirability 
of using fuel oil. 

Another aim is to establish a legal 
staff in Washington to help jobbers 
know better what the government is 
doing and, vice versa, to help the 
government know and understand bet- 
ter the problems of the industry. 

Still a third purpose would be to 
promote industry assistance in estab- 
lishing more and better service schools 


so that service can be an even stronger 
selling point. 

The group now working on the 
over-all plans to achieve these goals 
is made up principally of members 
of the distribution division of the Na- 
tional Oil Heat Institute. This group 
is informally called the Oil Heat 
Promotion Council. 

It plans, however, to work in close 
co-operation with other groups, par- 
ticularly the marketing division of 
American Petroleum Institute, which 
has taken formal recognition of the 
competitive situation facing fuel oil. 

Two major developments prompted 
the move to “go national” in an ef- 
fort to offset natural gas. They were: 

1. The continuing growth of the 
network of natural gas pipe lines, 
carrying that fuel into virtually all 
regions of the nation. 

2. The success some local fuel oil 
jobber groups have had—in Baltimore, 
for example—in holding their own 
against natural gas through vigorous 
efforts. If this could be done locally, 
how much better could it be done on 
a national basis, they reasoned. 

The plan is not yet wrapped up 
and ready, and even when it is, it 
will not provide a “cure-all.” But it 
may synchronize individual and small 
group efforts into a bigger, stronger 
fighting ferce. 


‘Political’ Tankers 


The House Republican leadership 
thinks it smells something smacking 
of politics in Democratic objections 
within the Armed Services Committee 
to long-term chartering of oil tankers 
by the Navy. 

The Navy says it must have some 
20 fast, modern tankers on tap, and 
that the best way to get them is to 
offer firm 10-year contracts to pros- 
pective operators. 

The Senate has passed the necessary 
legislation. But some Democrats with- 
in the Heuse Committee have ob- 
jected to this approach. If the Navy 
really needs the ships, they say, let’s 
give it the money and let it build 
them. The bill is under House sub- 
committee consideration. 

GOP leaders think this actually is 
in accordance with what they call “the 
Democrat line” in this session of 
Congress: (1) Stall off all but the 
most necessary legislation in order te 
hurt Republican election chances, and 
(2) prevent the GOP from coming 
close to balancing the budget. 

—NPN Washington Staff 
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Attaches to airline, fits the hand. Dial the 
pressure, get it automatically — fast, easy 
one-hand operation. You can air a set of 
tires in seconds — even in the dark! 


New NELSON Equamatic 
TIRE INFLATOR 


@ RUGGED FORTRESS WALL — thick 
pressure-cast aluminum body pro- 
\tects parts — dropping, banging 
\won’t hurt it! 


o/RUGGED REGULATOR SPRING 
— extra-heavy gauge; stays accurate, 
dependable for years! No cartridges 
to buy, no returning to factory for 
calibration ! 


END GAUGE TROUBLES NOW. 
Modernize with NELSON auto- 
matic inflation for as little as $14.95. 
Liberal trade-in allowance — see 
your jobber or send coupon wow. 


' Please send literature and prices 
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PRODUCTS INCORPORATED 


440 PERALTA AVENUE 
SAN LEANDRO, CALIFORNIA 
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PETROLEUM INDUSTRY INDICATORS 


NPN PRICE AVERAGES* 
Refinery /Terminal 
(¢ per gal.) 
July June 
2 7 
1954 1954 


Gasoline 11.67 11.74 
Kerosine 10.26 10.35 
Distillate 8.86 8.95 

S77: 3m 


8.87 
16.77 


per bbl.) 2.81 2.81 
* Weighted average price, prin- 
cipal markets. 


Win) weeKty PETROLEUM STATISTICS (APD Week Ended Week Ended Week Ended 
June 25, 1954 May 28, 1954 June 26, 1953 
Primary Stocks 


Finished and unfinished gasoline (thous. bbl.) 168,034 172,855 145,651 
Distillate fuel oil (thous. bbl.) 83,013 71,224 82,634 
Kerosine (thous. bbl.) . . 26,937 23,416 26,453 
Residual fuel oil (thous. bbl.) aber: te 50,362 46,433 43,599 
*Crude oil—B. of M. (thous. bbl.) 227,886 279,256 279,858 
Refinery Activity 
Crude runs to stills (thous. bbl. daily) 7,020 7,047 
Foreign crude included (thous. bbl. daily) 676 709 
% of refinery capacity operated .. 86.7 92.1 
Refinery Output 
Gasoline (thous. bbl.) . . faa i, Bins 3 23,862 22,914 24,172 
Kerosine (thous. bbl.) ...... 2,095 2,336 2,324 
Distillate fuel oil (thous. bbl.) 9,700 9,459 10,171 
Residual fuel oil (thous. bbl.) 7,874 8,293 8,834 
Crude Supply 
U.S. crude oil production (thous. bbl. daily) ...... 6,411 6,332 6,397 
Crude oil imports (thous. bbl. daily) a 539 882 797 
* Day later 


Et) MONTHLY MARKET TRENDS a nail 


Petroleum products in secondary storage (thous. bbl.) 42,055 (Apr.) 43,182 
Exports of crude and refined products (thous. bbl.) 11,509 (Apr.) 15,159 
Average station gasoline price, ex tax (¢ per gal.) 21.81 (June) 20.64 
**Gasoline consumption (million gal.) . . . 4,056 (Mar.) 3,775 
Service station building permits (number) 531 (Mar.) 375 
Passenger cars—domestic shipments (thous.) 479 (May) 532 
Trucks and buses—domestic shipments (thous.) 74 (May) 115 
Automotive replacement tire shipments (thous.) 4,935 (Apr.) 5,001 
Replacement battery shipments (thous.) 1,150 (Apr.) 1,245 
Oil burner shipments (thous.) . pie 47 (Mar.) 67 
** Excludes Oklahoma 
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SUPPLY AND DEMAND 


Crude Runs Up—Crude runs to stills 
at U.S. refineries rose 46,000 b/d 
in the week ended June 25 as com- 
pared with the previous week, 

— YZ =— - —_ ~, 


American Petroleum Institute re- 
ports. Gasoline production was up 
275,000 bbl., while gasoline inven- 
tories dropped only 862,000 bbl. 
Crude oil and condensate produc- 
tion averaged 6.5 million b/d, up 
15,150 b/d from the previous week. 


Natural Gasoline Off—Bureau of 
Mines reports natural gas liquids ONLY PENNANTS MADE WITH PER 30-FT. SET 
production dropped 885,000 gal. 60-DAY WEATHER GUARANTEE $]3 QUANTITY DISCOUNTS 
daily from the March total to 27.8 F.0.8., INDIANAPOLIS 
million gal. daily in April. Stocks 
increased 33.8 million gal. to 552 Here are the toughest flag pen- 
million gal. nants made today—the only pennants backed by a 60-day all- 

: weather guarantee. Plastic-impregnated cloth in four brilliant 

Yoxas Falls Short—Texas oil wells colors—red, white, yellow and blue. Double-sewed to 293-Ib. 
lacked 10.5 million bbl. of produc- 4 A . a pet 
ing their permitted March quotas, test rope. Each set is 30-ft. long, with twelve 12” x 18” flags. 
Underproduction ranged from 3% Ready to hang. Made only by Pratt. 
to 28%, with the average well pro- 


ducing 11% less than its allowable. Fite Send for your free catalog of Pratt's service 


station outdoor display material. Widest selec- 
Kansas Flow Holds—State Corpora- CATALOG tion available anywhere. 


tion Commission has set Kansas’ — 


July crude oil allowable at 325,000 , R | ) 
b/d, same as the June figure. The | 


total does not include condensate. 201 PRINTCRAFT BUILDING, INDIANAPOLIS 4, INDIANA 















































Canada Crude Drops — Canadian 


crude oil production declined from eS : 


272,034 b/d in February to 199,- ; 
773 b/d in March, Dominion Bu- > Fr 
reau of Statistics reports. Produc- . a’ (7) CAL) , 
tion in March, 1953, was 161,288 
b/d. 

—oo.f Send for Bulletin 
imports Decline — U.S. imports of CT-102-53 
crude oil and products fell 40,500 

b/d in the week ended June 25 as 

compared with the previous week, 

API says. The drop was from 974,- 

000 b/d to 933,500 b/d. East of 

California imports declined 10,100 

b/d, while California imports drop- 

ped from 30,000 b/d to zero. Cur- 

rent figures include 66,000 b/d to 
cover non-reporting companies, all 
east of California, but not military 
and other government agency re- 
ceipts (10,000 b/d in February, 
March and April). 





d A calibrating tank, or meter prover, is essential 
German Oil Grows—West German j in keeping your meters accurate. Small meter 
oil industry now ranks among ; Oe rae errors can be very costly. Here is a precision 
continental Europe’s most import- Ege instrument which will quickly pay for itself 
ant oil refiners. Refining capacity Be Designed to conform with the A.P.I. Code #1101 
‘ 000 Excel-So Calibrating Tanks come in sizes from 
has Feen t0 about 200, b/d and 50 gallons to 2000 gallons in both stationary and 
is expected to hit 288,000 b/d by portable styles. 
1958 or 1960. Consumption in Lewis 
Germany still is in its infancy. 
While U. S. gets about 50% of its Company 
energy supply from oil, West Ger- ; 
many’s figure is only 3.5%. ei 
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Stack more profits! 


The highly successful PREST-O-LITE PROFIT PLAN 
is designed to work for you two wavs: 


W. R. “BOB” BARNES 
2501 Sacramento St. 
Berkeley, California, says... 


“My battery sales and 
battery profits have shown 
a steady gain with 
Prest-O-Lite. Prest-O-Lite 
sales aids really pay off 
in extra profits.” 








gin. 2 
pend ai 
* Pee 


One—sell more batteries. 


Two—make more profit per sale. 


For full details, see your jobber or write: 


PREST-O-LITE BATTERY COMPANY, INC. 
Toledo 1, Ohio 


+ Prest-o-lite 
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Dincevin quality control can be ex- 
tended beyond your own manufactur- 
ing operations. It can go right along 
with your product after it leaves your 
plant . . . when you use USS Steel 
Drums. This means the end of costly 
customer claims that result from scale, 
dirt, grease and rust contamination. For 
now, with scale-free, rust-inhibited 
USS Steel Drums, you can guard the 
quality of your product between the 
time you ship it and the time the cus- 
tomer actually uses it. 

These sturdy steel containers are 
made of high grade USS Steel. A truly 
effective rust-inhibiting coating has 
been applied to a surface that has been 
cleaned — physically and chemically — 
so completely that the protective coat- 
ing will not flake off or be undermined 
by rust and corrosion. USS Steel 
Drums are better for you . . . better for 
your customers. 


United States Steel Products fabricates 
stainless, galvanized, tinned, painted 
and decorated drums and pails. Fur- 
nished in a wide range of capacities 
with a variety of fittings and openings 
to meet your particular requirements. 










&o-S-S ORPUMS 





-S> htt 
et ag 
WRITE FOR FREE BROCHURE “CS, 
/ . 
if you want further information on this quality steel drum, write to me 


us at New York for this full-color brochure, “USS Drums — 100% eG ——= 
Scale-free and Rust-inhibited.” 





“It's Better te Ship in Steel" 


UNITED STATES STEEL PRODUCTS 
DIVISION 


UNITED STATES STEEL CORPORATION, DEPT. 174, 30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 


Los Angeles and Alameda, Calif. - Port Arthur, Texas - Chicago, Ill. - New Orleans, la. - Sharon, Pa. 


USS STEEL DRUMS 





NATIONAL PETROLEUM NEWS °* July 7, 1954 





THE INDUSTRY 


National Petroleum News 
July 7, 1954 


U. S. Losing Grip on Tanker Supremacy 


The ever-growing world tank- 
er fleet is now the largest in his- 
tory, but U. S. leadership is 
fading both in tankship con- 
struction and in registry. 

However, the U. 5S. is concen- 
trating on supertankers, which 
are above the world average in 
size and speed. 

These trends were reported in the 
12th annual analysis of world tanker 
fleets made by the Statistical Research 
Division of Sun Oil Co. Other facts 
reported by Sun Oil were: 

World Inventory—The world fleet 
of ocean-going tankships of 2,000 or 
more gross tons numbered 2,502 ves- 
sels on Dec. 31, 1953—the largest 
fleet on record. That is the equivalent 
of 2,003.5 of the T-2 tankers which, 
as the yardstick, are considered to be 
of 16,765 deadweight tons and cap- 
able of sailing at 14.5 knots. 

In T-2 equivalents, the global fleet 
exceeded that of Oct. 1, 1952, by 
16%; Sept. 1, 1945, by 58%, and 
Sept. 1, 1939, by 158%. 

US. Position—The U.S. is the lead- 
ing country of registry, with 26.2% of 
the world fleet under its flag at the 
end of 1953. However, U.S. owner- 
ship has declined from almost 60% 
at the end of World War II and from 
nearly 30% on Oct. 1, 1952. 

In terms of control, the U.S. por- 
tion of the world fleet was 39.5% at 
the end of 1953. This compares to 
44.1% on Oct. 1, 1952 and 52.1% on 
Sept. 1, 1939. 

At the end of 1953, the U.S. con- 
trolled, either through ownership by 
citizens or registry, 834 ships, repre- 
senting 39.5% of the world fleet. 

Foreign Flags—After the U.S., the 
next three biggest tankship-owners are 
the United Kingdom, with 18% com- 
pared to the U.S. 26.2%; Norway, 
14.6%; and Panama, 9.8%. Com- 
bined, these four flags account for 
more than two-thirds of the world’s 
carrying capacity. 

Ships under the Liberian flag 
amounted to 6.3% of world capacity, 
while all other owners were quite 
small. 

Construction—At the end of 1953, 
612 tankships were reported as being 
on order or actually under construc- 
tion (including those launched but not 


NEW SUPERTANKER, the SS W. Alton Jones, of Cities Service, is example of U.S. 
concentration on big, high-speed oil tankers. Vessel has capacity of 336,000 bbl.— 
roughly twice the size of a T-2 tanker (the yardstick of tanker comparisons) 


yet delivered). Compared to the exist- 
ing fleet, this was 24.5% of the num- 
ber of ships. 

Construction and orders in the U.S. 
numbered only 29 ships, while the 
United Kingdom was far out in front 
in construction with 220 ships. In 
second place was Sweden, with 101 
tankers, followed by Germany and 
the Netherlands. 

In flag registry, the largest portion 
of construction and orders was for 
Norway—164 ships of 3.2 million 
tons. Next was United Kingdom with 
137 tankships of nearly 3 million tons. 
Other principal recipients were France, 
Italy, Liberia, Netherlands, Panama 
and Sweden. All were ahead of the 
U.S., which expected delivery on only 
16 ships of 385,000 deadweight tons. 

Age—A greater portion of the U.S. 
fleet is approaching obsolescence than 
is true of the world fleet. And, pointed 
out Sun, age is unquestionably one of 
the most vital factors to be considered 
in the longer term evaluation of the 
adequacy of tanker fleets. While 89% 
of the U.S. fleet was constructed prior 
to the end of World War II (1945), 
the comparable figure for the world 
was only 56.7%. 

Average age of the world fleet was 
eight years and 10 months. The U.S., 
with an average of nine years and 10 
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months, has the oldest fleet. Norway's 
is the newest, averaging seven years 
and four months. 

Speed—The U.S. tankers’ average 
speed of 14.8 knots is the fastest of the 
four major tanker-owning countries. 
The average world fleet speed was 
13.6 knots. 

The average speed for the super- 
tankers order or under construction 
on Dec. 31, 1953, is 16.5 knots. As 
recently as 1939, the U.S. fleet was 
rated at only 10.2 knots. 

Tonnage—The world tanker fleet at 
the end of 1953 averaged 14,300 tons. 
The U.S. averaged 15,700 tons. And 
the supertankers are averaging out at 
24,000 tons. 

Ownership—At the end of 1953, 
oil company-owned tankships totalled 
278.1 out of the U.S. total of 525. 

Oil companies listed as tanker- 
owners with the number of ships they 
have were: American Trading and 
Production Corp. (6), Atlantic Refin- 
ing (13), Barber Oil Corp. (8), Cities 
Service (18), Gulf Oil (35), Pure Oil 
(9), Sinclair (12), Socony-Vacuum 
(19), Indiana Standard (12), Jersey 
Standard (49), Standard of California 
(18), Sun Oil (24), Texaco (24), Tide 
Water Associated (12)—for a total of 
282 including 28 owned by other un- 
named companies. 
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THE INDUSTRY 


Imports Plan Favors New World, Hits Old 


Venezuela and the other “Good Neighbor” countries get a break 
in the newest proposal aimed at curbing oil imports. But Middle 
Eastern crude oil would be hard hit. 

The Independent Petroleum Assn. of America last week disclosed 


a program it has devised to limit 
imports by relating them di- 
rectly to the dollar amount of 
U. S. exports sold to the country 
involved. This proposal would 
not affect the a ume of imports 
from the Western Hemisphere. 
But it would reduce the flow 
of Eastern Hemisphere imports 
drastically. 

The IPAA, a trade association of 
independent producers, has been cam- 
paigning vigorously to slash imports. 

In a report to IPAA members, Gen- 
eral Counsel Russell B. Brown stressed 
the “reciprocity” feature of the plan, 
which was drafted during the recent 
Washington meeting of the organiza- 
tion’s Oil Imports Policy and Execu- 
tive Committees. 

How Plan Works—dAccording to 
Brown, here is the way the policy 
would operate: 

“The total quantity of crude petro- 
leum produced in a foreign country 
and products derived from such crude 
oil permitted to be imported into the 
U.S. at present import tax rates shall 
be determined in relation to exports 
of U.S. merchandise to that country 
as follows: 

—For the first $100 million per 
year of exports of U.S. merchandise— 
one bbl. per year of U.S. oil imports 
for each $20 of U.S. exports. 


—For the secend $100 million— 
one bbl. for each $10. 

—For the third $100 million—one 
bbl. for each $5. 

—For exports of U.S. merchandise 
in excess of $300 million per year— 
one bbl. per year of U.S. oil imports 
for each $1 of U.S. exports. 

“An import tax of $1.05 bbl. shall 
apply to the importation into the U.S. 
of crude petroleum and petroleum 
products to which present import tax 
rates do not apply” according to the 
previous provision. 

Effect on Imports—Application of 
the policy would hold imports to about 
800,000 b/d overall, as compared to 
the 1954 rate averaging “between 1 
million and 1.1 million b/d,” Brown 
said. Imports from Venezuela would 
continue at the present rate, and oil 
produced in Mexico and Canada 
would be permitted to come in at the 
current tax rate in a “practically un- 
limited” amount, he added. 

Brown said imports from Colombia 
could be boosted from 65,000 b/d to 
about 88,000 b/d. 

However, imports from the Eastern 
Hemisphere would be held to approxi- 
mately 34,000 b/d, as compared with 
the 1953 annual rate of 264,000 b/d, 
he estimated. 

Thus the quota restriction approach 
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Station eal 17, 000 Gal on Cea Day 


Jobber H. C. Charless’ new station in San Angelo, Tex., 


racked up a volume 


of 17,159 gal. on its opening day in 17 hours of operation. There were no large 
trucks to up the total—the largest single fill was 19 gal. Some features of the 
station are a large sales room; tiled restrooms air conditioned by refrigeration, 
and a separate alcove for vending machines with an outside electric drinking 
fountain. There are three bays—one stall is for lubrication, equipped with a free 
wheel rack. The next stall, separated by a six-ft. dividing wall, has a drive-on rack 
for quick oil changes and lubrication. Overhead-type lube equipment hangs be- 
tween the two stalls. The third bay is equipped with an automatic car washer. 
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has been abandoned. No embargo 
would be applied to imports from any 
source—instead, a $1.05 bbl. tax 
would be imposed on imports above 
the formula rate. The IPAA plan thus 
incorporates a modified form of the 
earlier suggestion by Texas Independ- 
ent Producers and Royalty Owners 
Assn. for an “equalization tax” based 
on the differential between U.S. and 
foreign production costs. 


‘Good Faith’ Ruling Hit 
By Retailer Congress 


Two opposing moves were made 
simultaneously last week in the 14- 
year-old “Detroit Case”: 

—National Congress of Petroleum 
Retailers asked for support of Sen. 
Estes Kefauver’s S. 1357, which would 
overthrow the Supreme Court’s de- 
cision in favor of “good faith.” 

—Federal Trade Commission granted 
National Oil Jobbers Council permis- 
sion to file a brief in support of its 
petition to intervene in the case. 

In a letter to all senators, NCPR 
attacked an opposing Senate bill (S. 
3646) by Sen. Homer Capehart (R., 
Ind.), as designed to “virtually emas- 
culate the Robinson-Patman Act.” 

Kefauver’s bill has been approved 
by the Senate Judiciary Subcommittee 
and is before the full committee. 

The Supreme Court held that “good 
faith” is a complete defense in meet- 
ing equally low prices of a competitor, 
thus overruling FTC. 

The Kefauver bill, however, would 
remove “good faith” as a defense if 
the effect of such pricing practice is to 
lessen competition or create monopoly 
conditions. 

Capehart’s measure would place 
the Supreme Court decision into law 
and would permit non-conspiratorial 
freight absorption. 

In the NOJC action, FTC said 
NOIJC will be permitted to file a brief, 
but would not be allowed to partici- 
pate in oral arguments. 

FTC took similar action earlier on 
petitions from Empire State Petroleum 
Assn., Ohio Petroleum Marketers 
Assn., and Citrin-Kolb., a Detroit job- 


ber involved in the case. 


Although no action has been taken 
on Indiana Standard’s petition, ob- 
servers in Washington feel that the 
agency’s move in granting the filing 
of briefs by intervenors has set the 
stage for FTC reconsideration of its 
1953 order against Indiana Standard. 
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NIGHT BLAZE at Tide Water terminal is battled by fireboats from Los Angeles Harbor 


Retaining Wall Confines Terminal Blaze 


A five-day fire that started 
June 25 has destroyed most of 
the 600,000 bbl. tankage at Tide 
Water Associated Oil Co.’s mar- 
ine terminal in Los Angeles har- 
bor. A tank gauger lost his life. 
One unofficial damage estimate 
placed loss at “several hundred 
thousand dollars.” Another set 
it at more than $2 million. 

Product loss—fuel oil, kerosine, 
and spray oil—was kept down be- 
cause inventories were low when the 
fire broke out. Cause of the blaze is 
undetermined. 

The fire started late June 25 when 
an explosion ripped a 55,000-bbl. 
tank, with flames quickly consuming 
nine other tanks. At first it was feared 
the fire would endanger the harbor’s 
entire West Basin. But the 20-ft. re- 
taining wall confined the blaze to the 
storage area, with loading dock and 
other facilities undamaged. Port 
Warden Adm. Frank Higbee says the 
harbor was never endangered. 

Foam and water brought the fire 
under control after the first day, but 
flare-ups under the foam continued. 
It was not until July 1 that Tide Water 
and fire department officials were able 
to get inside the wall for a close ex- 
amination of damage. They found the 
gauger’s body inside tank No. 8. 
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FIRE WAS CONFINED to terminal, leaving outside facilities undamaged 


RETAINING WALL did trick, preventing spread of the fire 
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Guatemalan Oil Storage Damaged by Rebel Air Attack 
Fire spread through an oil storage depot after the first 

rebel air raid on the Guatemalan capital June 18. The 

attack resulted in gasoline rationing for residents of the 


Gulf Recorder Checks 


Pipe Line Products Flow 


Gulf Oil Corp.’s research labora- 
tories have developed a capacitance 
recorder that gives “a continuous 
check of unequalled accuracy on pipe 
line contents.” The device now is in 
use on some lines. 

Gulf has licensed Instruments, Inc., 
of Tulsa to manufacture the record- 
ers. They will be made available to 
the industry generally soon. 

Gulf said the recorder is so sensitive 
it even differentiates between two 
batches of product of similar specifi- 
cations—such as a grade of gasoline 
—from two different sources. 





“In product pipe lines, the device 
thus enables the handling of multiple 
products with greater efficiency and 
economy, separating them more ex- 
actly at terminals, eliminating losses 
that can occur when less precise 
methods fail to prevent mixing of por- 
tions of two products, and simplifying 
procedure,” the company said. 

“In controlling the purity of crude 
oil in lines leading to refineries, it 
achieves the most accurate continuous 
check yet available on bottom sedi- 
ment and water, which at times are 
present in the raw crude from the 
well. 

“This expedites corrective meas- 
ures, and helps crude oil purchasers 





API to Honor Heroism 


American Petroleum Institute has 
established a Meritorious Safety 
Award to give public recognition 
to outstanding acts of heroism and 
first aid by any person connected 
with the oil industry. Qualifications 
state that “any person affiliated 
with the petroleum industry who, 
in the line of his duty or off the job, 
saves a life either because of an act 
of heroism which involved the risk 
of his own life or because of the 
successful administration of first 
aid” is eligible. 
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capital. At left, gasoline spurts from storage tanks after 
strafing by rebel planes, as a soldier stands guard. At right, 
workmen roll gasoline-filled drums away from flames. 


avoid paying for sediment and water 
metered as crude. It also may be one 
step toward eliminating the tankage 
now used to check crude purity and 
substituting a running check in the 
line. 

Gulf said the instrument functions 
by revealing variations in the electri- 
cal properties of the fluid as it passes 
between two electrodes fixed within 
the pipe. These changes are recorded 
on a clock-driven chart and appear 
as variations on the chart. 


Shell Is Industry Leader 


In Newspaper Advertising 


Ranking among the first 100 na- 
tional newspaper advertisers in the 
country, Shell Oil Co. rated the 44th 
slot in 1953. Shell expenditures to- 
taled $1,910,044. 

Other oil companies listed among 
the top 100 by the American News- 
paper Publishers Assn. were: Stand- 
ard Oil Co. (Indiana) in 69th position 
with $1,267,957; Sun Oil Co., 78th, 
$1,147,945; Socony-Vacuum Oil Co., 
Inc., 79th, $1,144,346; Sinclair Re- 
fining Co., 84th, $1,098,855; and 
Standard Oil Co. of California in the 
100 slot with $926,770. In all, under 
the general classification of gasolines 
and oils, oil companies spent $16,- 
545,000 last year, a 26.2% increase 
over 1952. 
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Here’s an oilman who is never content 
with the present. With his bottles and 
tubes and ingenious testing equipment, 
he spends his life making future oil prod- 
ucts better. Men such as this Texaco re- 
search scientist have made America’s oil 
development the greatest in the world. 
And in so doing, they have made prog- 
ress possible in the thousands of other 


fields where oil plays a part. 


The Texas Company 











INDUSTRY BRIEFS 


The fight over curbs on oil imports 
has officially ended for this year now 
that President Eisenhower has signed 
into law a one-year extension of the 
Reciprocal Trade Agreements Act. 
The imports tariff remains at 5.25¢ 
per bbl. on crude and fuel oil under 25 
degrees gravity API, and 10.5¢ per 
bbl. for oil over 25 degrees. 





Senators John J. Williams (R., Del.) 
and Paul Douglas (D., Ill.) have failed 
in attempts to cut the oil depletion al- 
lowance from 27.5% to 15%. The 


Senate refused even to permit a roll 
call vote on the attempted reduction 
as the omnibus tax bill (H.R. 8300) 
moved toward final congressional 
approval. 


Federal gasoline tax revenues dur- 
ing fiscal 1954 (beginning July 1, 
1953) are running slightly below last 
year. Total is $802,118,000, compared 
with $817,009,000 during the same 
period the previous year. Tax law 
changes, permitting different payment 
procedures for the first quarter, 
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-A BIG HUNK OF TBA BUSINESS 
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There's nothing petty about 





swelled May, 1954 receipts to $188,- 
510,000, or $74,158,000 above the 
same month last year. 


Clark Oil & Refining Corp. has pur- 
chased 70 retail service stations and 
bulk plants formerly owned by K. T. 
Wiedemann. Of the 70 locations, of- 
ficials said, most are in Wisconsin and 
Minnesota, with others in Kansas and 
Missouri. 


Panhandle Eastern Pipe Line Co. 
has notified the Federal Power Com- 
mission it will seek an 18% increase 
in its price on natural gas sold to 
public utility and other customers in 
Michigan, Ohio, Indiana, Illinois and 
Missouri. The company said higher 
Operating costs make the increase 
necessary. 


The 4,000 fuel oil and gasoline 
truck driver members of Chicago 
Local 705, Teamsters’ Union, will get 
a 5¢ hourly wage increase. New hourly 
rate is $2.35 for first shift drivers and 
$2.41 for second shift. Drivers also will 
get Washington’s Birthday as a seventh 
paid holiday. 


British-American Oil Co. product 
sales are up 10% for the first six 
months of 1954 over the same period 
last year. The company’s U.S. crude 
oil production rose 27% during the 
first five months, compared with last 
year. 


For-hire tank truck carriers moved 
12,506,028 tons of liquid petroleum in 
the first quarter of 1954, up 5.4% 
from the 11,862,669 tons moved in 
the first quarter last year, says Amer- 
ican Trucking Assns. 


Nationwide gasoline octane ratings 
were at record highs during the winter 
of 1953-1954, according to Bureau of 


youR 
SHARE 


the REPLACEMENT LAMP BUSINESS. 
You can increase your share 

of it by carrying the complete 
Tung-Sol line, so you can fill 
every lamp need of every car, 
bus and truck on the road. 


Mines’ semi-annual report. Premium 
gasoline averaged 91.9 octane (Re- 
search method), compared with 90.9 
for the 1952-1953 winter. Regular 
gasoline averaged 84.7, up from 84.0. 
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Ont., Canada 
SIGMAL FLASHERS p. 70:—Jack Warner Studio, Cincinnati, 

ee Ohio 

Credit for the dealer picture on p. 43 
TUNG-SOL ELECTRIC INC., NEWARK 4, N. J. of NPN’s June 30 Service Station Issue 
Sales Offices: Atlonta, Chicago, Columbus, Culver City (Los Angeles), Dallas, Denver, Detroit, Newark, Philadelphia, Seattle bres inadvertently omitted samuel at 

TUNG-SOL makes: All-Glass Sealed Beam Lomps, Miniature Lamps, Signal Flashers, Picture Tubes, Radio, TV and The Texas Co. 


Special Purpose Electron Tubes and Semiconductor Products. 
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New York Independent 


Sells Fuel Oil Business 


Northern Dutchess Oil Terminal, 
Inc., an affiliate of Mid-Hudson Oil 
Co. Inc., of Poughkeepsie, has con- 
tracted to purchase the fuel oil busi- 
ness of Clarence Rhynders, Rhinebeck, 
N.Y. Mid-Hudson is an Esso dis- 
tributor for Dutchess County. 

Included in the transaction is a 
1.5-million-gal. oil storage plant on 
the Hudson River front at Barrytown, 
together with an office building and 
garage buildings at Rhinebeck, tank 
trucks and other business equipment. 

The plant is located about four 
miles from the planned eastern ter- 
minus of the Kingston-Rhinecliff 
Bridge, to be built across the Hudson 
River soon. It is anticipated the con- 
struction of the bridge will increase 
home building and commercial activ- 
ities in the area. 

Retail fuel oil delivery service to 
Rhynders customers will be con- 
tinued under the proprietorship of 
Robert J. Tator of Rhinebeck, doing 
business as Rhynders-Tator Oil Serv- 
ice. 

Mid-Hudson will occupy the Barry- 
town plant immediately and use it 
as a supply base for Rhynders-Tator. 
Mid-Hudson’s main storage plant, 
with a capacity of more than 9 mil- 
lion gal., is at Poughkeepsie. 


Tax Write-Offs Granted 


For Ten Storage Projects 


Office of Defense Mobilization ap- 
proved rapid tax write-offs for 10 stor- 
age and terminal projects during the 
week of June 25. 

On the list were: 

Continental Oil—Oil products ter- 
minal (including one 30,000-bbl. and 
three 20,000-bbl. storage tanks) at 
Amboy, Ill., on the Great Lakes Pipe 
Line system; $484,500 at 40% for 
storage, $25,000 at 15% for building. 

Products terminal, (including three 
30,000-bbI. and two 55,000-bbl. stor- 
age tanks) at Madison, Wis., on the 
Badger and Great Lakes pipe line 
systems; $618,900 at 40% for stor- 
age, $250,000 at 15% for building. 

Curran and Burton—Construction 
of tanker terminal, including one 80,- 
000-bbl. and two 180,000-bbl. storage 
tanks, at Providence, R.I.; $909,500 at 
50% for storage, $35,500 for building. 
The allowance is higher than normal 
because the project is located in a 
chronic labor surplus area. 

The Texas Co.—Construction of a 
barge terminal, including six storage 
tanks with a total capacity of 144,350- 


bbl., at Richmond, Va.; $613,500 at 
30% for storage, $89,000 at 15% for 
line. Also, an 87,225-bbl. storage tank 
at its Baltimore waterfront terminal; 
$144,000 at 40%. 

Phillips Pipe Line Co.—Construc- 
tion of 71.5 miles of 8-in. products 
line on the company’s Borger, Tex., 
to E. Chicago, Ind., line; $1,862,200 
at 25%. 

Gulf Oil—Construction of storage 
terminals, aggregating 145,440-bbl ca- 
pacity at Victoria, San Antonio and 
Austin, Tex., on Gulf’s line connecting 


with the Sinclair Pipe Line system; 
$490,000 at 40%. 

Republic Oil—Construction of a 
30,000-bbl. storage tank and related 
facilities at Tampa, Fla.; $74,882 at 
40%. 

Pure Oil Co.—Construction of a 
55,000-bbl. storage tank at its South 
Norfolk, Va., terminal; $103,340 at 
40%. 

Webber Tanks, Inc.—Construction 
of a 55,000-bbl. petroleum storage 
tank at its Bucksport, Me., terminal; 
$180,000 at 40%. 
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BLACKMER features plus: 


from the pumpage. 








50 years in the making 


BLACKMER’S “Gold Seal” TRUCK PUMP 


Long life and economical operation is assured BLACKMER’S 
customers with a new design which represents 50 years of ex- 
perience in building the famous Rotary Pumps which are, 


“SELF-ADJUSTING FOR WEAR” 


The new design incorporates all of the time tested 


The BLACKMER CARTRIDGE-TYPE Mechanical Shaft Seal. 
Heavy Duty Anti-friction Bearings completely protected 


Available in two sizes, 214,” and 3”, rated at 100 GPM and 
200 GPM respectively. “Listed by Underwriters’ Laboratories, 


Write for complete details, 


liquid materials handling 


INDUSTRIAL, HAND AND TRUCK PUMPS, STRAINERS, PRESSURE CONTROL VALVES 





BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 


NEW YORK « ATLANTA « CHICAGO « GRAND RAPIDS « DALLAS « WASHINGTON « SAN FRANCISCO 


| DIVISION SALES OFFICES 
| 
' 


See Yellow pages for your local sales representative 
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Companies Seek Review 
Of Texas Court Ruling 


Ten principal Texas gasoline mar- 
keters have filed objections in their 
five-year-old antitrust wrangle with the 
State of Texas. 

They have asked the state Supreme 
Court to review a decision of the Third 
Court of Civil Appeals that the state’s 
charges against the companies should 
be tried in District Court. 

Individual requests for review were 
filed by The Texas Co., and Standard 
Oil Co. of Texas. The latter also joined 
in the general application filed by 
Arkansas Fuel Oil, Cities Service, 
Continental Oil, Gulf Oil, Humble Oil 
& Refining, Magnolia Petroleum, Sin- 
clair Refining and Phillips Petroleum. 
The application alleges 18 errors in 
the appellate court’s findings. 

The Supreme Court is not expected 
to act until fall. 

In the application, the companies 
declare: 

“This suit was brought under the 
theory of “conscious parallelism,” a 
novel doctrine advanced by a few 
economists who chafed at difficulties 
encountered in proving the existence 


of a ‘contract, combination or con- 
spiracy’ in violation of the Federal 
Trade Commission Act. 

“This phrase ‘conscious parallelism’ 
originated in a press release issued by 
the Federal Trade Commission on Oct. 
12, 1948. It was seized upon quickly 
by those who wished to use antitrust 
laws as a means for accomplishing 
their economic objectives. 

“During the five years which have 
elapsed since this suit was filed, the 
courts have rejected ‘conscious paral- 
lelism.’ ” 

“It now is clear that federal courts 
will require proof of actual ‘contract, 
combination or conspiracy’ before 
they will impose drastic penalties pre- 
scribed by the antitrust laws.” 

The question now is whether the 
state courts also will repudiate paral- 
lelism, company lawyers said. 

The companies also said that if the 
Third Court of Civil Appeals is up- 
held, its “opinion would overrule an 
unbroken line of decisions governing 
the sufficiency of a petition for injunc- 
tion, sufficiency of a petition for penal- 
ties, and the duty of a court to take 
judicial notice of economic facts and 
other facts of common knowledge.” 


Bandini Files Fraud Suit 
Against Wilshire Oil Co. 


Bandini Petroleum Co. has filed 
suit for more than $14 million dam- 
ages against Wilshire Oil Co., charging 
Wilshire with taking advantage of its 
position as majority stockholder to 
defraud Bandini from 1938-52. 

Bandini says Wilshire forced it to 
assume land and exploration expenses, 
but when production was developed, 
Wilshire got 6,000 b/d and Bandini 
only 50 b/d, though almost half the 
Bandini stock was publicly owned. 

The complaint is limited to the pe- 
riod of Wilshire’s acquisition by B-L 
Associates (Blyth & Co. and Lehman 
Bros.), but Bandini is seeking recov- 
ery of lost assets wherever they may 
be. 

After studying the complaint, 
Charles R. Blyth, president of Wil- 
shire Oil Co., Inc., said, “All charges 
made in the complaint relate to a 
time prior to the date on which Blyth 
& Co., Inc., and its associates ac- 
quired a substantial interest in the 
stock of Wilshire Oil Co., Inc. Neither 
I nor any of my associates know any- 
thing about any of them.” 





of HI-V-I oil available: Enid, 
Oklahoma City, Okla.; Su- 
' perior, Omaha, Grand Is- 
land, Lincoln, Nebr.; Hutch- 
' Inson, Kans.; Mason City, 
Rock Rapids, Cedar Rapids, 
lowa; Fulton, Mo.; Amarillo, 


CHAMPLIN REFINING 


or hot es driving | 


Your customers want extra lubrication protection against 
blazing summer heat, for their cars, trucks and tractors! 


Okay .. 


. give it to them, with split-second flow on starts 


. with the dependable, uniform film of lubrication that 


withstands oxidation . . 
HI-V-1! Then, watch for them to drive in for more, the 
next change! No other motor oil gives more dependable 
protection to an engine at all temperatures and speeds, 


COMPANY 


- with Champlin Heavy-Duty 


in all weather, than Heavy-Duty HI-V-] Mil-O-2104 grade 


motor oil! 


Write for information on a dealership in your territory! 


NATIONAL PETROLEUM NEWS °* July 7, 1954 





PUBLIC RELATIONS 


DIOGENES, ancient seeker of the truth, strides down the aisle of the Cort Theatre 
in New York, among the audience of Esso employes. He fired questions at the 
speakers on the “employee information” program about gasoline advertising claims 


Jenkins 


Ray Smith Perriguey Hope 


SPEAKERS on the program included members of management and sales engineers: 
left to right, A. R. Martin, executive assistant to general manager; G. N. Jenkins, 
Detroit representative of Sales Engineering; E. H. Collins, vice president of market- 
ing; B. L. Ray, general sales manager; J. B. Smith, head of automotive section; W. G. 
Perriguey, manager of sales engineering division; S. C. Hope, Esso president 


Esso Seeks Employe ‘Ambassadors’ 


To 3,000 employes at mass 
meetings at the Cort Theatre in 


New York last month, Esso 
Standard Oil Co. made an appeal 
for their support of the company 
and its products—off the job as 
well as on. 

The meetings had a two-fold 
aim: (1) to educate employes 
on company products and to 
clarify their thinking on the 
claims of competitive products, 
and (2) to enlist aniadl sup- 
port as salesmen and ambassa- 
dors in the promotion of com- 
pany products. 

In the first program of its kind, 
sponsored by Esso’s marketing de- 
partment, headquarters employes and 
those of the parent company, Standard 
Oil Co. (N.J.), attended three “em- 
ploye information” meetings, 1,000 to 
each meeting. 

President Sets Pace—The keynote 
of the meetings was set by S. C. Hope, 
Esso president, who said the oil indus- 
try was in its toughest competitive 
situation in 15 years. He sketched the 
company’s role in meeting the chal- 


lenge of today’s market—through re- 
search, development of quality prod- 
ucts, a progressive sales organization, 
expansion of facilities and forward 
thinking. 

B. L. Ray, general sales manager, 
gave the employes a picture of the 
company’s aggressive marketing pro- 
gram this year. Key phases of the 
program are: vigorous sales efforts, the 
stimulus of new products, sales con- 
tests, merchandising emphasis, mod- 
ernization of stations. 

“We need you,” said E. H. Collins, 
vice president in charge of marketing, 
in an appeal to enlist the aid of em- 
ployes as salesmen and saleswomen. 
By knowing about the company’s prod- 
ucts and telling about them to friends, 
business acquaintances and in their 
communities, he said, the industry, the 
company and the employes themselves 
are served. 

He felt that each employe has an 
obligation to himself and to the com- 
pany to be so informed and to act as 
an ambassador for the company. 

Enter Diogenes—The _ technical 
phase of the meetings, a discussion of 
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the quality aspects of Esso’s new 
“total power” gasoline as compared 
with competitive products, was led 
by W. G. Perriguey, manager of sales 
engineering. 

To dramatize the subject, a profes- 
sional TV actor, made up as Diogenes, 
ancient seeker of the truth, plied 
Perriguey with such questions as: 
What about gasoline quality—how 
about additives—what about competi- 
tive claims? 

To help illustrate his remarks, 
Perriquey dissected competitive ads 
and claims, point by point. He indi- 
cated where he thought the truth was 
“stretched,” where the claims were 
confusing and in some respects con- 
tradictory. 

In the event an unanswered ques- 
tion remained in his mind, each em- 
ploye attending the meeting was pro- 
vided with a notebook and encouraged 
to use it. His question is sent to the 
department concerned and a personal 
answer is sent to the employe. 

Road Show—The meetings are re- 
ported to have been well received by 
the employe-audience. On the basis of 
this reception and the fact that the 
subject is considered important, some 
thought is being given to “putting the 
show on the road.” Other marketing 
groups throughout Esso’s 18-state 
marketing area may see and hear the 
show in “one night stands.” 


API Helps Cub Scouts 
With Special Oil Events 


More than one million Cub Scouts 
got an assist from oil men in scout 
activities during April. 

For its co-operative program with 
the Scouts, the American Petroleum 
Institute printed 100,000 kits on “The 
Story of Oil” which were distributed 
to 170,000 “Dens.” Because the de- 
mand exceeded the.supply, 2,000 ad- 
ditional kits were printed. 

These kits contained a booklet on 
oil, a flow chart and cut-outs demon- 
strating the importance of oil in the 
life of the average American. 

In addition to projects developed 
by the Cubs themselves, local Oil 
Industry Information Committees re- 
ported 1,146 other events staged for 
the Scouts during the month, with 
an audience of 50,590. These activ- 
ities included 576 film showings and 
306 speeches and Magic Barrel dem- 
onstrations. Open houses and plant 
tours numbered 146, and 108 specially 
prepared exhibits were arranged. 

Extensive local publicity, including 
radio programs and television shows, 
was given the Scout activities. 
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FUELS 


Senate Report Backs Depletion 


Increased tax depletion allow- 
ances on “critical minerals and 
materials” was high on the list 
of recommendations in the Sen- 
ate Interior Fuels (Malone) Sub- 
committee report, released last 
week, 

The report also called for: 

—Close scrutiny of the extent to 
which federal regulation is choking 
minerals industries development. 

—A research and synthetics pro- 


gram that would cost $250 million. 

The subcommittee made no specific 
recommendation on how depletion al- 
lowances should be hiked, merely 
saying “depletion allowances to pro- 
ducers of critical minerals and mate- 
rials” should be increased “as a further 
incentive to production.” 

In a footnote, the group noted that 
oil and gas has a 27.5% allowance, 
while sulfur has 23%. 

Studies Urged—The 


group said 
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This Gilbarco Roto-Prime pump installa- 
tion in Texas has been in continuous 
service since early 1952, handling mil- 


i 
| 


lions of gallons. It has a trouble-free 
record typical of Roto-Prime pumps in 
use throughout the world. 


POSITIVE SELF-PRIMING 
for POSITIVE PERFORMANCE 


The Gilbarco Roto-Prime Pump... 
starts without priming ... runs without venting 


suction lift with as much 
as 10% greater efficiency, plus un- 
limited air handling capacity and 
flexibility of mounting, makes the 
Gilbarco Roto-Prime the top-choice 
pump for aviation fueling, transport 
and tank car unloading... for every 
pumping job, large or small. Avail- 
able in capacities ranging from 50 to 
1,400 GPM and powered by alldrives. 


Higher 
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studies should be instituted “to im- 
prove petroleum, gas and coal re- 
sources and to develop them to assure 
maximum availability of domestic 
fuels for both the peacetime economy 
and national security.” 

These studies, the subcommittee 
added, “should determine whether 
present regulations are unduly re- 
strictive of our own resource expan- 
sion and reserves and, if so, regulations 
should be adjusted to maintain our 
self-sufficiency in these vital fuels.” 

Research Proposed—The recom- 
mended research program would ex- 
tend over a five-year period at a cost 
of $50 million per year. The group 
said it approves Bureau of Mines work 
on low-temperature carbonization of 
coal and said adequate funds should 
be allocated to investigate a means of 
reviving the coal industry. 

The group recommended that, as a 
part of this research effort, “a large- 
scale oil shale plant be considered by 
industry in co-operation with the gov- 
ernment. Such a plant would endeavor 
to advance the production of petro- 
leum fuel on a commercial basis and 
it would be available in a war emer- 
gency.” 

Other Suggestions—aAlso on the list 
of points made by the subcommittee 
were: 

—The Western Hemisphere “can be 
defended and can be made self-suffi- 
cient in production of critical items.” 

—Congress should “insure that the 
regulation of foreign trade conforms 
to the principles laid down in the Con- 
stitution, “thus assuring American 
workers and investors access to Amer- 
ican markets.” But no specific recom- 
mendation was made on tariffs. 

—U.S. should end its “present de- 
pendency upon remote and possibly 
unfriendly or neutral areas of the 
world for critical materials, without 
which we cannot conduct a war.” 

—Uranium-for-fuel goals should be 
expanded, looking toward hemispheric 
self-sufficiency. 

“Findings” by Group—Among the 
subcommittee’s “findings,” as distin- 
guished from recommendations, the 
report lists: 

—tThe United States cannot possibly 
exhaust its present and potential fuels 
supply, including petroleum and coal, 
in the “foreseeable future.” It is an 
“absolute necessity” to maintain “go- 
ing-concern” industries, such as petro- 
leum, which cannot be stockpiled. 

—‘“The commercial use of nuclear 
power could be the greatest potential 
source of improvement, starting in the 
desert and mountainous areas where 
other fuels and hydroelectric potentials 
are high-cost or non-existent.” 


NATIONAL PETROLEUM NEWS * July 7, 1954 











con PETROLEUM CHEMICALS DIVISION rind 
ma NE WSI 





July * 


One of a Series of Interest to the Petroleum Industry * 


1954 








NEW WEST COAST 
TERMINAL FACILITIES 


Beginning in August of this year, 
refiners in the northern Washington 
area will be able to receive tetra- 
ethyl lead shipments direct from 
the new Du Pont terminal which is 
being constructed near Ferndale. 
The terminal will supply TEL 
either in railroad tank cars or tank 
trucks, both of which can quickly 
deliver the compound throughout 
this rapidly expanding refinery area. 











New Movie to Help 
Your Dealers Handle 
Gasoline Complaints 


The chances are that your products get 
the blame whenever a customer's car 
begins to act up. And your dealers are 
on the firing line whenever a customer 
complains. 

The gasoline, however, is not al- 
ways at fault when an engine knocks or 
fails to function properly. The trouble 
is often caused by such natural factors 
as low humidity or high temperature 
. . » by mechanical factors such as too 
lean a carburetor setting, an over- 
advanced spark, or a faulty water 
pump, thermostat, fan belt or other 
engine troubles that cause excessively 
high engine temperature. Poor driving 
habits also increase the tendency for 
knack to occur. 

But your big problem is teaching 
dealers to explain these common causes 
of knock to customers in a salesman- 
like way. To help you solve this prob- 
lem, the Du Pont Petroleum Chemi- 
cals Division is now making a movie 
which explains simply and graphically 
the common cause of knock. 


ADVERTISEMENT—Prepared for the Petroleum Chemicals Division of E. 1. du Pont de Nemours & Company (Inc.) 





Spindletop Roars in Again 


for Multi-million TV Audience 
Du Pont makes movie about this famous oil well 


for “Cavalcade of America’’ 


TV program 


When she blew ‘er top, the world went into high gear. That is how a school- 
boy might describe the momentous occasion of January 10, 1901, when 
Spindletop gushed up and spattered her wooden derrick over the Texas 


landscape. 


SPINDLETOP COMES IN with a roar of gushing oil that 
sends her derrick flying. It is a moment of triumph for 
Anthony Lucas and his wife Caroline, played in the film 


by William Bishop and Nancy Hale. 


Photographs courtesy of General Petroleum Corporation, who rendered voluable assistance in filming “' Spindletop.”” 








The Petroleum Laboratory's com- 
pletely equipped chassis dynamometer 
is being ced in the movie to show how 
various factors cause knock by their in- 
fluence on combustion reactions. 

The movie script and demonstra- 
tions are easy to understand and re- 
member. It will be, therefore, suitable 
for showings to customer groups as 
well as for use in your dealer training 
program. 

Production of the movie is not ex- 
pected to be completed until later this 
year. Its availability will be announced 
at that time. 





The blowout of this fabulous well that 
tapped the tremendous petroleum re- 
sources of the Texas Gulf region is one 
of the epic moments in the history of 
our oil industry. Early this year, the 
scene was dramatically re-created and 
filmed for television so that millions of 
Americans can know the story as it 
happened. 


Authentic Tools 


Although filmed in California, the 
movie is authentic in mechanical and 
historical detail. To properly set the 
stage, old-time drilling tools were 
scouted out of rusting junk heaps on 
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Spindletop 


leases all the way from Maricopa to 
Coalinga. Mariana No. 77 at the south 
end of Belridge field was chosen as the 
blowout site. In the final scene, the old 
wooden derrick that had stood for 
something like 30 years over Mariana 
No. 77 is completely and realistically 
destroyed by the terrific pressure of 
the blowout. 





IN ORDER TO REACH the final depths of 
Spindletop, Captain Lucas designed this special 
steam valve equipment. 


Network Telecast 
The “Spindletop” film was specially 
made by Du Pont for showing on the 
‘Cavalcade of America” television pro- 
gram on May 11. This program is seen 
by an average weekly audience of 12.5 
million viewers. The theme of the 
movie is one that tells a powerfully 
dramatic and convincing story of the 
rugged pioneering spirit typical of the 
American Oil Industry. As such, this 
first showing had considerable public 
relations value for the whole Seleitent 
Captain Lucas’ Struggle 
Like all “Cavalcade” programs, the 
“Spindletop” story revolves around an 
individual who has carved a place in 





OIL DRILLING equipment, typical of the times, 
is used in the staging of the movie. 


our country’s history through outstand- 
ing accomplishment . . . in this case, 
Captain Anthony Lucas. 

The setbacks and heartbreaks of 
wildcatting—as well as the drama, the 
excitement, and the thrill of success— 





SALES PROMOTION MANAGER 


R. Carter W. Jones was recently 
named Sales Promotion Manager of 
the Du Pont Petroleum Chemicals Di- 
vision. 

A graduate of the University of Vir- 
ginia with a B. S. degree in chemistry, 
Mr. Jones joined the Du Pont Com- 
pany in 1936 as a chemist at the Jack- 
son Laboratory. In 1939 he was made 
manager of the Du Pont Tetraethyl 

Lead Laboratory. 

He then became a sales correspond- 
ent for chemical intermediates. And 
from 1941 to 1946 he was engaged in 
research work at the Du Pont Petro- 
leum Laboratory. After this, he was as- 
signed to the Technical Section of the 
Petroleum Chemicals Division. Mr. 
Jones transferred to the Division’s 
Sales Promotion group in 1950. 








R. CARTER W. JONES 








Regional Laboratories Offer Aid to Refiners 
on Antioxidant Sweetening Problems 





TOM BINFORD, Supervisor of the Du Pont 
Petroleum Chemicals Division West Coast Re- 
gional Laboratory, calibrates the air regulator 
during a plant antioxidant sweetening trial at 
a West Coast refinery. 








are accurately portrayed in the film... 
as seen through the struggle of Cap- 
tain Lucas to push through to success 
a venture he believed in. 


Available to you 


Prints of the “Spindletop” film are now 
available to your company for use in 
your own public relations program. 
Address your request to any of the 
Du Pont Petroleum Chemicals Divi- 
sion regional offices listed below. 


Petroleum ( 





To be practical, results of laboratory 
suthentlenlt sweetening trials — even 
when run with your own refinery 
stocks — have to be adapted to plant 
practice. 

During the past years, our five Re- 
gional Laboratories have gained con- 
siderable experience in this work. As a 
result, we can offer you valuable as- 
sistance in setting up and operating an 
antioxidant sweetening process. 

A Du Pont representative will be 
glad to consult with your own person- 
nel right at the refinery on equipment 
selection and installation. And during 
a plant antioxidant sweetening trial, 
he will help in the testing for antioxi- 
dant and mercaptan content, on sam- 
pling of refinery stocks, and in check- 
ing antioxidant and air addition equip- 
ment. 








®€6. u.5. Pat Off 


Better Things for Better Living 
. through Chemistry 


‘hemicals 




















E. 1. DU PONT DE NEMOURS & COMPANY (INC.) 
Wilmington 98, Delaware 


Petroleum Chemicals Division ¢ 





Regional 
Offices: 


NEW YORK, N. Y.—1270 Ave. of the Americas. Phone COlumbus 5-3620 
CHICAGO, ILL.—8 So. Michigan Bivd. 

TULSA, OKLA.—1811 So. Baltimore Avenue 
HOUSTON, TEXAS—705 Bank of Commerce Bidg. 
LOS ANGELES, CALIF.—612 So. Flower St. 
IN CANADA: Du Pont Company of Canada Limited—Toronto, Ont.— 


Phone RAndo!ph 6-8630 
Phone Tulsa 5578 
Phone PReston 2857 
Phone MAdison 5-1691 
Montreal, Que.—Calgary, Alta. 


OTHER COUNTRIES: Petroleum Chemicals Export—Nemours Bidg., 6539—Wilmington 98, Del. 


ADVERTISEMENT—Prepared for the Petroleum Chemicals Division of E. 1. du Pont de Nemours & Company (Inc.) 
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AUTOMOTIVE 


What Gas Turbine Means to Marketers 


Chrysler is banking pretty heavily that gas turbines are practical 


for passenger car use and has set its s 


ts on that market. 


That’s the latest news in the gas turbine field. And today’s hottest 
topic in automotive circles—the gas turbine—may soon be equally 


important in oil circles. 

It likely will exert a strong 
influence on fuel consumption, 
according to automotive experts. 

Greater operating flexibility is 
in store for oil refiners when 
automotive gas turbines roll off 
assembly lines. 

The oil marketer and his ser- 
vice stations will have to change 
some of the services and acces- 
sories they now offer. 

The big question is, when? 

Opinion differs among automotive 
engineers and research men. 

But Chrysler is banking pretty 
heavily that gas turbines are practical 
for passenger Car use. 

George J. Huebner, Jr., chief of 
Chrysler’s central research division, 
says: 

“Automotive gas turbines will come 
as fast as we can make them come.” 

Though Huebner won't say turbines 
are two, five or 10 years away, 
Chrysler’s whole approach to turbine 
development indicates the company 
looks ahead with more optimism than 
some of its competitors. 

For example, several years ago the 
Boeing-Kenworth experiment with a 
gas turbine in a truck was revealed. 
Common prediction was that the 
turbine would be limited to truck and 
commercial vehicle use. 

In January when General Motors 
introduced its Firebird, and later its 
gas turbine bus, GM leaned strongly 
toward truck and commercial vehicle 
application also. It was felt the tur- 
bine now is at the same stage the 
Diesel was in its early development 
and that the ultimate place of the 
turbine probably would be in limited 
heavy vehicle use. 

Biggest objections to the turbine 
were its high fuel consumption and 
the problem of controlling exhaust 
volume. 

Efficiency Increased — Chrysler, 
after 10 years of research, last March 
introduced its gas turbine in a stock 
model Plymouth. The company had 
brought the automotive turbine from 
a research possibility to a reality—and 
in a passenger car, not a truck. 

The Plymouth demonstrated it can 
do anything the conventional type 
piston engine can do. The answer is 
in Chrysler’s compact heat regenerator 


which gives fuel economy and also 
reduces the volume of exhaust. 

Delivering about 15 miles per gal- 
lon of fuel, the Chrysler turbine is 
conservatively estimated to be 20 
times as efficient as any non-regenera- 
tive turbine now in use. While the 
Boeing-Kenworth installation gives 
about 2 miles per gallon, this is at 
full throttle—where turbines are most 
efficient. Chrysler’s turbine gives 15 
miles per gallon at 40 miles per hour 
—or part throttle where turbines are 
least efficient, unless equipped with a 
heat regenerator. 

In 10 years the turbine has been 
refined to a point where it is a match 
to the piston engine with 50 years 
of background. 

Currently, the biggest problem is 
that of availability of such strategic 
materials as nickel, cobalt, tungsten, 
molybdenum and chromium. The an- 
swer now seems to lie in substitutes. 

Substitutes Developed — While 
Huebner would not comment on 
progress toward substitutes, it is 
known that already some progress has 
been made in developing substitutes 
which can be used satisfactorily in 
turbine parts. 

Many factors influenced Chrysler’s 
decision to aim at a passenger car 
turbine. 

First, the big money in automotive 
manufacture is in passenger cars. So, 
the company set its sights on that 
market. This was in spite of the knowl- 
edge that such a turbine would have 
to overcome fuel and exhaust difficul- 
ties more completely than if designed 
for commercial use. 

The company also reasoned that if 
it worked toward solution of the most 
difficult problems, along the way it 
would solve the easier ones. Then, if 
a passenger car turbine proved im- 
practical but might work in heavier 
duty vehicles, nothing had been lost 
by aiming high. 

This reasoning probably explains 
why Chrysler was first with a heat 
regenerator which fits compactly in 
a stock model car. 

Somewhere along the line of re- 
search, Chrysler also came up with 
the answer of why a gas turbine rather 
than a piston engine for the future 
passenger car. 


July 7, 1954 * NATIONAL PETROLEUM NEWS 


Huebner gives a number of reasons: 

e The turbine offers potentials of 
greater efficiency than the piston 
engine. 

e The turbine has no octane re- 
quirement, so it can burn almost any 
fuel that will flow through a pipe. 

e It has 2% times the acceleration 
potential of a piston engine. 

How will the gas turbine affect 
the oil industry? 

Huebner says Chrysler’s policy al- 
ways has been to make engines which 
will give the greatest efficiency and 
performance possible on fuels and 
lubricants currently available. 

This policy was kept in mind in 
developing the turbine. 

Huebner says Chrysler’s turbine 
will give the oil industry greater free- 
dom of operation than it now enjoys. 
He explains it this way. 

“Since the turbine has no octane 
requirement, we decided, why not 
demonstrate it? So, we used straight- 
run gasoline.” 

However, the turbine’s fuel require- 
ments are easily met. It will burn 
straight-run gasoline, fuel oil, Diesel 
fuel, kerosine and other fuel. 

Gasoline, the Fuel—Huebner says 
when automotive turbines do come on 
the market, they will use the fuel 
most economical and most readily 
available. This broad outlook is pos- 
sible only because of the turbine’s 
ability to burn almost any fuel. 

However, in view of the current re- 
fining setup, it is felt gasoline will be 
the fuel. 

Huebner points out it is conceivable 
that turbines may burn gasoline in the 
winter months and a mixture of gaso- 
line and fuel oil in the summer. This 
will ease the oil industry’s fuel oil 
storage problem in the summer and 
will enable a more balanced refinery 
output the year around. 

Also, refining of a turbine fuel will 
be simpler. Because octane is not 
needed, there will be a higher fuel 
yield per barrel since there will be 
less heat used in the refining process. 

Present research indicates the gas 
turbine will save on fuel. Huebner 
says this slack in fuel demand per car 
will be taken up by putting more cars 
on the road. 

Though Chrysler’s turbine will burn 
a leaded fuel, tests indicate lead de- 
posits will accumulate in the regen- 
erator. But during a period of transis- 
tion with both piston engines and 
turbines on the road, the turbine could 
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operate on leaded fuel, thus making it 
unnecessary to produce a third grade 
of fuel. 

As turbines would increase in num- 
ber, and finally take over almost 
entirely, then TEL would not be 
needed and refiners could raise their 
yields of straight-run gasoline, or 
whatever other fuel would prove most 
economical and practical, according to 
some thinking. 

Huebner points out, though, 
that while straight-run gasoline is 
used in the Plymouth turbine 
now, after millions of more miles 
of test runs are completed, it may 
be learned that some other fuel 
additive is needed for best re- 
sults, That is strictly in the future 
now and may never materialize, 
if preliminary fuel tests are in- 
dicative. 

He warns of the fallacy of thinking 
kerosine, fuel oil or some other tax- 
free fuel will be the answer. Huebner 
gives this analogy: 

“You don’t burden a child.” 

The intimation is that when tur- 
bines first appear, the demand for a 
tax-free fuel would be light. But as 
the number of turbines grow, demand 
would increase and eventually legis- 
lators would place a tax on it. This 








NEW HOPE 


in the battle against 


CANCER 


THE FIGHT against man’s cruclest enemy 
is far from won. If present rates con- 
tinue, 23 million living Americans will 
die of cancer—230,000 this year. And 
thousands of these will die needlessly — 
through cancer that could have been 
cured if treated in time. 


ALL THE SAME, there have been victories. 
Thousands who once would have died 
are being saved—thanks, in part, to 
your donations to the American Cancer 
Society. 

AND, LAST YEAR, the Society was able to 
allocate $5,000,000 of your donations to 
research aimed at finding the ultimate 
cure for all cancer. That’s more money 
than ever before. 


MUCH MORE, of course, remains to be done. 
So please make this year’s gift a really 
generous one! 


Cancer 
MAN'S CRUELEST ENEMY 


Strike back—Give 


AMERICAN CANCER SOCIETY 





was true of gasoline and already there 
is tax on Diesel fuel in many states. 
What about the maker of lubri- 
cating oils? 

The Chrysler turbine currently is 
using a SW oil with a minimum of 
additives. Tests so far show the tur- 
bine is best lubricated by a low vis- 
cosity, high VI oil, capable of superior 
oxidation qualities. The oil also should 
have some EP qualities since it is 
used to lubricate the reduction gear 
on the turbine. 

If future tests show the need for 
higher oxidation resistance, then it is 
possible present types of commercially 
available SW oils will need a change 
or addition of additives. 

Because oil consumption is so low; 
the turbine oil reservoir is smaller 
than in current cars; and the need for 
oil changes probably will be less than 
in piston engines, the volume of oil 
per car will be reduced. However, as 
has been true with current automo- 
biles as mileage between changes has 
increased, this slack may be offset by 
an increase in the number of cars on 
the road. So, total volume of motor 
oil probably will hold its own or in- 
crease slightly. 

Transitions in Marketing—At the 
marketing level, the turbine can be 
expected to bring about certain transi- 
tions. 

Once turbines take over—assuming 
Chrysler’s outlook is borne out—then 
there will be only one grade of fuel. 
This means a reduction in storage, dis- 
tribution and handling costs. There 
will be no need for storage for premi- 
um and separate storage for regular 
grade fuel. Service stations with two 
pumps for premium and two for 
regular, may then get by with two or 
three handling the same fuel. The 
number of pumps would be dictated 
by each station’s volume of traffic. © 

There also appears the possibility 
of a simplification in the grading and 
number of grades of motor oil needed. 
With turbines it appears only one 
grade is needed. The same grade oil 
would be used winter and summer. 
This ties in with the present trend to- 
ward multiple-graded, all-season mo- 
tor oils. 

Chrysler so far has not tested any 
multiple-graded oils in its turbines and 
is inclined to feel now the SW oil is 
best. 

The service station of the turbine 
era probably would look no different 
than today’s outlet. However, some 
of the services it now renders might 
no longer be necessary, but other new 
ones would be added. The same would 
be true of accessories. 

Fewer Oil Changes—Oil changes 


probably would be fewer because in 
the turbine the oil is never exposed to 
the combustion area or to products of 
combustion. So, it would remain clean 
longer. Any condensation collected in 
the reservoir would be eliminated the 
first few seconds the turbine runs. 
Also, because there are no moving 
parts in the turbine reservoir as in 
the piston engine crankcase, there 
would be no opportunity for any con- 
densation to be churned in with the 
oil. 

Oil consumption in turbines is so 
negligible that it has not been meas- 
ured in tests so far. So, the volume of 
makeup oil would be lower than with 
present cars. 

With only one spark plug, that 
market would be cut sharply in con- 
trast with that created by current six 
and eight-cylinder engines. In addi- 
tion, current turbine tests indicate the 
plug will last the life of the turbine. 

Because the ignition system is 
used only to start the turbine, that too 
is simplified and will eliminate the 
need for distributors. 

However, the electrical system 

will still need a battery—a 12- 

volt unit—and fuses. The light- 

ing system probably will be of 
the conventional type. 

Air cleaners and oil filters prob- 
ably will not be necessary. At least 
the Chrysler turbine has neither. 

The turbine is air-cooled and re- 
quires no radiator or liquid cooling 
system. This, of course, eliminates 
the need for anti-freeze, anti-rust in- 
hibitors, thermostats, fan belts, water 
pumps, etc. 

Upper cylinder lubricants, special 
motor oil and gasoline additives prob- 
ably would find a small market with 
turbines. 

But there are new avenues of reve- 
nue open to the turbine station of 
tomorrow. 

New Fuel Nozzles—lIt is entirely 
possible that fuel nozzles will need 
changing. This could be handled eas- 
ily by the service station. Station per- 
sonnel also could replace combustion 
liners in the turbine. And, if deposits 
become a problem, with some training 
and development of the right equip- 
ment, the station attendant could offer 
a regular service of blowing out the 
regenerator. 

Other comparable services might 
develop, though test runs so far have 
not indicated their need or ultimate 
nature. 

There will still be need for chassis 
lubrication, sale and servicing of tires, 
windshield wiper blades, and various 
other accessories and items useable 
on both types of cars. 
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Fueloader Truck Tank 
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Expertly 
Engineered for 
Easy Maintenance 





and Profitable Operation 


Here’s the newest, most convenient development of the 
day in fuel oil truck tank design. The new Columbian 
“FUELOADER” is an absolute standout for minimum invest- 
ment, operation economy and easier, quicker service from 
either side of the street. Gives you immediate and unob- 
structed access to complete servicing equipment, including 
electric drive hose reel and single door meter cabinet with 
hose rollers on top installed on extended rear platform. 

Semi-rectangular, smooth skin shell; full length steel sills 
with integral mounting; vertical deep dished front and rear 
heads, and single partitions. Full length flashing with drain at 
front. Diamond tread steel runboards each side. Bolted on 
replaceable trim skirting. Exceptionally well proportioned and 
precision engineered in every detail for long, trouble-free 
service. 


Exclusive Columbian 3-Point Support 


that only Columbian gives you. At front tank rides 
on single pivot anchored each side rear. 

Balance of load is maintained and tank 

shell is protected from all road 

shocks and twisting strains 


Trade Mark Reg. 
U.S. Pat. Off. 


_ Lb 


Everything for Easy Trouble-Free Operation 


and customer service is shown in above rear view. Complete 
with 90 GMP pump with built-in by-pass. Compact meter 
with auto-stop and ticket printer. 150 feet of 11% in. hose. 
Remote controls to operate clutch, throttle and power take- 
off from rear of unit. 

Two sizes—1800-gallon and 2000-gallon capacity, both with 
three or four compartments. 

Write now for complete information and prices. 
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Preignition counter developed at Ethyl] laboratories makes each cylinder tell its own story on preignition. 
It acetrately records, for the first time, both audible and inaudible preignition in a passenger-car engine. 


Timing mechanism tells gaps to count only when flame 
comes from preignition, and not from spark plugs. 


Test setup for the ionization-gap technique of recording 
preignition in a multicylinder engine. 





ETHYL RESEARCH FIRES BACK 
AT PREIGNITION 


New Ethyl-developed test instrument pinpoints flame frontiers 


F™ YEARS, the best minds in the petroleum 
and automotive industries have sought 
to find out what leads to preignition—the 
phenomenon that occurs when the gasoline- 
air charge is ignited in advance of the spark. 
Is the fuel at fault? Is the oil at fault? Is it 
the design of the chamber and its parts? Or 
is it a combination of all of them? 


Ethyl Research Laboratories have been 
working on the problem of preignition for 
more than ten years. Recently they devel- 
oped a new test instrument which for the 
first time enables researchers to find out when 
preignition—both audible and inaudible—oc- 
curs in a passenger-car engine. 





First they mounted a series of ionization 
gaps—tiny spark plugs—in the head of a 
multicylinder test engine. Then they loaded 
them with a charge of electricity—but not 
enough to make a spark jump. When the 
ionized gas of a flame reaches one of these 
little plugs, current will flow across the gap. 
These “leaks” are recorded on a counter. So 
it is now possible for the first time to get an 
accurate count of each flame caused by pre- 
ignition in a multicylinder engine. 


By correlating the results of this test work 
with other Ethyl research, new insight into 
the nature of combustion is being achieved. 


ETHYL CORPORATION 


Multicylinder head shows how the ionization gaps are Research Laboratories 
mounted in the test engine to detect both audible and in- / 
audible preignition. 1600 West Eight Mile Road, Ferndale 20, Michigan 


2600 Cajon Road, San Bernardino, California 








FIRST 25-LB. BAG of ammonium sulfate fertilizer for distribution at Phillips Petroleum stations is presented to A. M. Hughes 
(right), vice president of Phillips sales department, by T. L. Cubbage, general manager of Phillips Chemical Co. 


Fertilizer: New Field in Oil Marketing 


Four major oil companies have accelerated full-scale programs 
for the production and marketing of fertilizer—opening a new hor- 
izon in the ever-expanding oil industry. And at the same time they 
have opened the door to new—though still limited—opportunities 


for jobbers and dealers. 

A new phase in the growth of 
this business has just been com- 
pleted. Phillips Petroleum Co., 
a synthetic fertilizer pioneer, 
distributed ammonium sulfate 
and limited quantities of am- 
monium nitrate to petroleum 
jobbers and consignees for direct 
sale to farmers this spring. 

In addition, starting in March, Phil- 
lips made ammonium sulfate available 
in 25, 50 and 100-pound bags for sale 
through service stations for lawn and 
garden use. 

Phillips, through its wholly-owned 
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subsidiary, Phillips Chemical Co., is 
the first oil refiner to distribute its 
“dry” plant foods through oil market- 
ing outlets. 

The four companies that are busy 
mounting a big business as producers 
of synthetic nitrogen, a basic fertilizer 
material, are: Phillips Chemical, Shell 
Chemical (a subsidiary of Shell Oil), 
Lion Oil Co. and Brea Chemicals, Inc. 
(a subsidiary of Union Oil of Cali- 
fornia). 

The newcomer is Union Oil which 
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just got its new plant into full pro- 
duction last month in Brea, Calif. 

A fifth, Standard of Ohio, is think- 
ing about going into the fertilizer busi- 
ness by producing nitrogen. 

The nitrogen output of these com- 
panies is largely in the form of anhy- 
drous ammonia, which is 82% nitro- 
gen. Most of the production is 
distributed through two channels, 
neither of which has any particular 
connection with oil marketing. 

A big portion of the output goes to 
old-line fertilizer manufacturers that 
mix the basic materials according to 
formula and then distribute the fin- 
ished plant food to such standard re- 
sellers as hardware dealers, feed and 
seed houses, farm supply stores, 
farmer co-operatives and nurseries. 


July 7, 1954 





CLAUDE WARE, oil jobber making a success of anhydrous 
ammonia distribution, shown at his Tuscola, IIl., storage plant 


IRRIGATION WATER gets application of anhydrous am- 
monia from 1,000-gal. tank, metered through simple controls 


Some of the production is sold di- 
rectly to operators of anhydrous am- 
monia bulk plants who have the neces- 
sary pressurized tanks and equipment 
to distribute the nitrogen to farmers. 
To establish such a plant requires a 
minimum investment of more than 
$30,000. 

Drawback for Oil Men—A few of 
these marketers of anhydrous am- 
monia are oil jobbers. But in all in- 
stances their fertilizer business is a 
completely separate and different op- 
eration, and there appears to be 
little tie-in between oil marketing and 
the distribution of anhydrous am- 
monia. 

This lack of a connecting link be- 
tween oil jobbing and the application 
of anhydrous ammonia is in sharp 
contrast to the quickly developing use 
of fuel oil trucks and drivers for 
spraying liquid fertilizer on residen- 


tial lawns and gardens (NPN, June 2, 
p. 20). 

Like LP-gas, anhydrous ammonia is 
a gas that is delivered and stored un- 
der pressure as a liquid. Therefore, it 
requires the use of pressurized equip- 
ment. This, in turn, necessitates a 
large capital investment by anyone de- 
ciding to enter the business. 

This is in contrast to the dry ferti- 
lizers, such as ammonium sulfate 
(21% nitrogen), and ammonium ni- 
trate (33% nitrogen), which are sold 
in bags and require a comparatively 
small capital investment by the job- 
ber or dealer. 

But most farmers prefer anhydrous 
ammonia because of its 82% nitrogen 
content, its cheaper price, its ease of 
application as compared with handling 
bulky bags, and its simplicity of stor- 
age on the farm. Ammonia costs the 
farmer from 11-13¢ per lb., as com- 
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BULK PLANT for anhydrous ammonia. Storage tank holds 30,- 
000 gal., truck tank 1,000 gal., and smaller trailer 500 gal. 
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SOIL INJECTION method of applying anhydrous ammonia. 
Tank holds 110 gal. Shanks are raised to clear obstructions 


pared with 
lizers. 


HOW A JOBBER DOES IT 


One oil jobber who markets anhy- 
drous ammonia is Claude R. Ware of 
Tuscola, Ill., whose Central Illinois 
Fertilizer Co. operates five anhydrous 
ammonia plants, four in Illinois and 
one in Iowa. 

Ware describes anhydrous am- 
monia as “a good business for any oil 
jobber who has the finances to put up 
a plant and time enough to devote to 
the new enterprise.” 

But, Ware insists, he can see no 
tie-in between oil jobbing and anhy- 
drous ammonia, any more than there 
would be between oil jobbing and the 
hardware business. No equipment is 
interchangeable. Nor, generally speak- 
ing, can the same personnel be used. 
The busy season for anhydrous am- 


14-15¢ for other ferti- 
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NEW AMMONIA PLANT of Brea Chemicals near Los Angeles produces 235 tons per day from natural gas 


monia is from March to June. This 
spans the same period that the oil job- 
ber is busy delivering gasoline and 
tractor fuel for spring planting. 

Farm Know-how Needed — Anhy- 
drous ammonia distribution requires a 
thorough knowledge of farm practices, 
agronomy and the chemical construc- 
tion of various soils. 

Ware had a farm background but 
did not consider himself an authority 
on agriculture. So, when he estab- 
lished his fertilizer company, he 
staffed it with men experienced in agri- 
culture. He advises any jobbers enter- 
ing the business to do the same. 

His manager is Perry Stackhouse, 
who for 12 years was plant manager 
for the DeKalb Agriculture Assn., a 
big producer of hybrid seed corn. 
Secretary-treasurer of the firm is S. L. 
Victor, for 12 years a plant breeder 
for Pfister Associated Growers, anoth- 
er big producer of hybrid seeds. As 
manager of his Lincoln, Iowa, plant, 
Ware selected Ralph Burnett, an 
agronomy graduate of the University 
of Illinois College of Agriculture. 

Ware established his first anhydrous 
ammonia plant in the fall of 1950. He 
has been an oil jobber since 1930, 
heading the C. R. Ware Oil Co. of 
Springfield, Ill., which operates 18 
service stations and distributes private 
brand Wareco products in such com- 
munities as Springfield, Bloomington, 
Joliet, Danville, Elgin and Rock Is- 
land, Ill., and Cedar Rapids, Musca- 
tine, Ottumwa, Mason City and 
Marshalltown, Iowa. 

All of Ware’s gasoline and oil dis- 
tribution is through service stations. 
He makes no tank wagon deliveries 
to farmers. He agrees that the rural 
tank truck driver might have an ad- 
vantage in knowing the farmers of his 


32 


territory because he contacts them 
regularly. But this is about the only 
connection he sees between the two 
businesses. 

Getting Started — Ware decided to 
enter the fertilizer business because of 
an obvious need and demand for an- 
hydrous ammonia among the farmers 
of central Illinois. Tuscola is only 23 
miles from the University of Illinois, 
and farmers of the area, through their 
close contact with the College of 
Agriculture, had learned of the value 
of anhydrous ammonia. They also had 
read about it in various farm publica- 
tions. And most important to Ware, 
there were no ammonia plants in the 
area. 

The initial Tuscola plant consisted 
of two 30,000-gal. tanks and one 
1,000-gal. tank truck. This plant has 
been expanded to 90,000 gal. Since 
then, Ware has set up plants of 90,000 
gal. at McCown Station, IIl., 30,000 
gal. at Longview, Ill., 60,000 gal. at 
Prentice, Ill. and 90,000 gal. at Lin- 
coln, Iowa. 

In addition, the company has 90 
storage tanks (1,000 gal.) that it 
places on farms at no cost to the 
farmers and considers them as part of 
its over-all storage capacity. In most 
cases, one 1,000-gal. farm tank will 
supply six or seven different con- 
sumers. 

Ammonia moves to the bulk plants 
in pressurized tank cars from the 
Morgantown, W. Va. plant of Mathie- 
son Chemical Co. 

Marketing Policy — Ware does no 
custom application of anhydrous am- 
monia, whereas most distributors do. 
He sells the farmers applicators, at an 
average cost of $700. They inject the 
ammonia into the soil themselves. 
Usually, three or four farmers will 


band together to buy one applicator. 
Ware will rent the machines for $1 
per acre. 

Ware’s price to the farmer for am- 
monia is $180 per ton, and his cost is 
about $120, leaving him a gross profit 
of about $60 per ton. He estimates 
that his investment in the Tuscola 
plant now amounts to between $80,000 
and $100,000. 

During 1954, Ware expects his 
plants at Tuscola, McCown Station 
and Longview to supply enough nitro- 
gen to fertilize one quarter of the corn 
land—S0,000 to 60,000 acres—in 
Douglas County. This will amount to 
65 to 70 tank cars, or about 1,700 
tons of ammonia. 

Thus far, Ware hasn’t experienced 
any serious credit problems with his 
farm accounts. He points out that it 
is the more progressive and substantial 
farmers who are interested in anhy- 
drous ammonia, and they are good 
credit risks. As of June 1, the three 
Douglas County plants had $100,000 
on the books. But Ware anticipated no 
trouble with collections. He explained 
that banks are happy to loan money 
for nitrogen because they consider it 
an excellent investment for the 
farmer. 

Phillips Petroleum, which is launch- 
ing a Campaign to make use of its oil 
jobbers and service stations as retail 
outlets for its finished fertilizers, now 
supplies about 200 operators of an- 
hydrous ammonia bulk plants. 

Some of these 200 are oil jobbers 
although Phillips itself is divided as to 
whether its oil jobbers should enter the 
anhydrous ammonia business. 


WHAT TO WATCH 


Phillips suggests that before an oil 
jobber decides to enter the anhydrous 
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You'll grade 


“F” style cans 


At 


We are pleasing some of the most particular people 
in the petroleum and chemical industries with our 
Tailor-Made Package Service. Why not let us do 
the same for you? We'll give you “F” style cans 
that are precisely right for your product . . . in the 
size you want... and lithographed to your taste. 
We'll deliver these cans when and where you say. 
And we'll make available expert engineering and 
research help in any quantity you can use. In all 
our dealings with you, we'll treat you as if you 
were our only customer. 


CONTINENTAL € CAN COMPANY 
Continental Can Building 
100 East 42nd Street, New York 17, N. Y. 
Eastern Division: 100 E. 42nd Street, New York 17 
Central Division: 135 So. Lo Salle Street, Chicago 3 
Pacific Division: Russ Building, San Francisco 4 
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ammonia business, he make a com- 
prehensive personal survey of the 
potential market for the product in 
his area. Until he has done this, he 
is not in a position to determine 
whether anhydrous ammonia distribu- 
tion would be a profitable venture. 

This is information he can’t obtain 
from books or pamphlets or from his 
supplying company. He has to get it 
himself. And the best way of making 
this survey is to call on the farmers to 
determine how many are interested in 
anhydrous ammonia and whether they 
would become customers if he de- 
cided to establish a bulk plant. 

If there is an existing anhydrous 


ammonia plant in the area, the jobber 
must determine what percentage of 
the potential it is handling and 
whether there is sufficient remaining 
to justify an expenditure of more than 
$30,000 for a minimum sized anhy- 
drous ammonia bulk plant and equip- 
ment. 

Problem of Competition — Phillips 
points out that in most fertile farming 
areas, anhydrous ammonia plants al- 
ready are in operation. The jobber 
entering the business would be com- 
peting with experienced fertilizer firms 
who already are experts in the field. 
In that case there is nothing he can do 
that already isn’t being done. 





New 


low-priced 
hose reel 


operates 
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1,500,000 
revolutions 
wtthout 


losing a drop 


Electric driven reet for side box installation 


Tand-wound reel for rear 
box installation 
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Self-ti htening seal enables it to stand 


up under toughest, heaviest work loads 


The finest hose reel ever built for fuel oil, gasoline, com- 


— gases and chemivals. Will never wear out. Ex- 


austively tested. 


No leaking, no ome after a million revolutions at | 


pressure from zero to 100 lb. per sq. in. 

A new, self-tightening seal in swing joint is the secret. This 
seal is easily, quickly replaced without breaking lines. 

Features include light weight (85 lb.) ; holds 100 ft. of 14" 
hose; swing joint with clear, uninterrupted passages; every 
part steel, malleable iron or bronze—no cast iron; rigid base, 
welded throughout; six ball bearings on every reel; all work- 
ing parts accessible; reel can be quickly unbolted. 

This hose reel is made in all sizes from 1” to 3”, for bucket 
or underslung box installation. Available with standard or 
explosion-proof electric motors, any voltage; air or hydraulic 
drives. We can equip them with automatic stop, level winder, 
friction, jaw, or electric clutches if desired. 


Delivery usually within one week. Write for prices and details. | 


PHILADELPHIA VALVE COMPANY 


PHILADELPHIA 34, PA. | 


3413 ARAMINGO AVENUE - 


Pacific Coast Distributors: 
Oil Marketing Eq 
Howard Supply Co., 5125 Santa Fe Avenue, Los Angeles 11, Calif. 








vipment Co., 325 Fremont Street, San Francisco 5, Calif. | 


The tank truck driver might have an 
advantage in knowing the farmers of 
his territory because he contacts them 
regularly. But, Phillips points out, the 
farm supply houses and seed dealers 
also make regular deliveries to their 
farm customers and know them as 
well as the oil man, if not better. 

In making his preliminary survey, it 
also would be well for the jobber to 
confer with county and state agricul- 
tural agents and vocational agriculture 
teachers. hey are in a position to 
advise him as to the farmers’ attitude 
and use of anhydrous ammonia and 
answer technical questions the jobber 
might want to ask. 

One weakness in many areas of the 
cornbelt is that little judgement has 
been shown by anhydrous ammonia 
distributors in establishing new bulk 
plants. In some cases, fertilizer dealers 
are overlapping themselves in all 
phases of the business — anhydrous 
ammonia as well as the solid fertilizers. 
This situation often leads to price cut- 
ting and the ultimate demise of some 
distributors. 


Experience Needed — A thorough 
knowledge of farm practices, agron- 
omy and the chemical construction 
of various soils is required to be a 
successful distributor of fertilizer. It 
appears obvious that a separate com- 
pany must be set up to operate the 
anhydrous ammonia business. 

Anhydrous ammonia cannot be sold 
successfully without a receiving, stor- 
ing, handling and selling system. This 
system will vary with the locality, 
crops to be planted and farming prac- 
tices. Capital investment will vary 
somewhat due to the same conditions. 
But the minimum outlay will still be 
around $30,000. 

The risks in entering the anhydrous 
ammonia field are greater than for 
other fertlizers, and a more intensified 
sales effort is required. But, the finan- 
cial rewards also are greater for the 
successful marketer. 

Ammonia is received at the bulk 
plant in either tank car or transport 
lots. Facilities must be available to 
unload cars or trucks with a minimum 
of delay. 

Storage is one of the important 
keys to a successful ammonia opera- 
tion and must be planned in relation 
to the amount of material to be han- 
dled. The most popular storage, ac- 
cording to Phillips, is the familiar 
30,000-gal. 250 psi working pressure 
storage tank that holds 65 tons of 
ammonia and is very similar to that 
used for propane. 

Distribution — One of the biggest 
problems is moving the ammonia from 
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storage through application to the 
farmer’s field. The product usually 
moves from bulk storage in field or 
nurse tanks of 1,000-gal. or 500-gal. 
capacity to the point of application. 
They are transported either on trucks 
or trailers. 

Ammonia is transferred from tank 
cars or tank trucks to storage by com- 
pressors or by fluid pumps. A com- 
pressor that transfers vapor in the 
reverse direction of the fluid flow is 
the most popular method. This same 
compressor is used to transfer from 
storage to field or nurse tanks, with 
the transfer to field applicator tanks 
usually being made by venting vapor 
from the tank being filled. 

Soil Application—Two methods are 
used for applying ammonia to the 
soil. One is direct application into 
soil with tillage style tools, the other 
into irrigation water. In the later case, 
the water then carries the ammonia to 
the field and distributes nitrogen 
wherever the water goes. The direct 
application method is preferred by 
most farmers and agronomists because 
the nitrogen is placed deeper in the 
root zone for better feeding of the 
plant. 

Distribution to the soil is controlled 
in two ways. First is a pressure meter- 
ing system in which a pressure regula- 
tor controls the pressure of flow 
through orifices. The other is the posi- 
tive displacement system in which a 
variable stroke piston pump driven 
from a wheel pumps ammonia in re- 
lation to ground speed through dis- 
tributor tubes to the applicator shanks. 
The applicators must vary with the 
crops being treated, soil conditions, 
size of fields and power available for 
application. 

As Phillips points out, ammonia 
application requires careful organiza- 
tion and supervision, whether done by 
the farmer or the ammonia dealer. 
The results and customers’ satisfaction 
will be no better than the efficient ap- 
plication of the nitrogen carrier. 

Another important phase of the am- 
monia business is proper selling of the 
product. While the product can be 
used on most crops requiring nitrogen, 
its application in the fall as a preplant 
ahead of small grains or ahead of fall 
plowing of crop residues is very 
popular. The practice of applying 
anhydrous ammonia in the fall is 
growing very fast as new techniques 
of application are developed. 

In most areas, Phillips says, the 
application as a side-dressing to row 
crops is limited by the available sup- 
ply, available equipment for applica- 
tion, available manpower for applica- 
tion, weather and soil conditions, and 


the maturity of the crop. This is the 
ammonia dealer's last chance to fer- 
tilize a crop. The top or side-dressing 
market is the most dependable, as the 
farmer is more susceptible to the idea 
of buying plant food to feed a crop 
that already is growing. 

From the ammonia dealer's stand- 
point, however, it is more desirable to 
apply the ammonia before the crop is 
planted. This type of application is 
more difficult to sell because the cus- 
tomer is asked to buy before he can 
see how the crop is likely to turn out. 

The dealer has strong sales points 
in favor of pre-crop feeding by point- 
ing out that this type of application 
makes plant food available for the full 
growing life of the crop without dis- 
turbing the growing crop, and having 
equipment, power, time and product 
more available. 

Industry sources say that the in- 
vestment and payout on an ammonia 
receiving, handling and distributing 
system is “reasonably good” even on 
a small system. They give the follow- 
ing breakdowns for estimated invest- 
ment, costs and income of a basic 
ammonia handling system: 


Investment 


30,000-gal. tank, delivered 
Bulk plant fittings, 
compressor, piping, etc. 
Land .. 
Foundations . 
Site improvement 
Labor for installation 
Total plant outlay 
Operating equipment 
6-1,000-gal. tanks fitted 
@ $560 .. 
2-row-type applicators 
@ $500 each prt 
1-pull-type applicator 10 
@ $1,050 Paki 
l-tractor (used) 
3 plow-row type 
Trucks or trailers (used) 
CARR" Se ne 
Ammonia inventory, 
75 tons (includes freight) . 
Total operating equipment 
plus inventory $18,410 
Basic investment in ammonia 
system plus inventory . $33,735 


..$ 9,800 


2,350 


1,050 
2,000 
2,000 


9,000 


150 tons sold @ 12¢ lb. N 
or $196.80 ton 
*4,000 acres application 
@ $2.50 10,000 
*Assuming some application made by 
custom applicators or farmer-owned 
equipment. 
Gross income 


$29,520 


$39,520 
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Costs 


*153 tons ammonia 
$13,464 
Freight on 153 tons 
3,060 
Tractor rental 2,000 A 
@ 60¢ per acre 
Labor tractor driving, mov- 
ing ammonia, etc., 
4,000 A application 
@ $1 per acre 
Maintenance, applicators 
@ 30¢/A, 4,000 acres . 
Fuel, maint. of tractors, 
4,000A @ 60¢ per acre . 
Depreciation bulk plant 
10 yrs, or 10% 
Depreciation tractor, appli- 
cators, small tanks, etc., 
3 years or 3314% 3,137 
Salaries and sales expense 4,000 
Bookkeeping 300 
Power, telephone, fuel, 
insurance, taxes, etc. 
*Assuming 2% loss (153T 
bought, 150T sold) 
Total costs 


1,200 


4,000 
1,200 
2,400 


1,532.50 


1,900 


$35,293.50 


Depreciation and net income 
amounting to $8,896.50 give a reason- 
ably good payout. 

Storage—The 30,000-gal. tank nor- 
mally stores 65 tons of ammonia or 
2.5 cars, or one ton of ammonia for 
each 450-gal. capacity. The 1,000- 
gal. tank normally holds 2.2 tons of 
ammonia, which allows a basic plant 
of one 30,000-gal. tank and six field 
or nurse tanks with combined storage 
of between 75 and 80 tons of am- 
monia for the use season. 

Major Advice—In concluding its 
studying of investment, costs and 
profits, a major company says. 

“The business of receiving, storing, 
handling and selling anhydrous am- 
monia has proved to be a substantial, 
dependable business in agricultural 
areas. Weather conditions and other 
conditions affecting farming and 
farming areas also influence ammonia 
operations. 

“The supplying of supplemental 
plant foods for higher crop yields is 
a growing business, and nitrogen is 
the most basic of these plant foods in 
most of our Midwestern and Western 
agricultural areas. Therefore, there is 
undoubtedly a place in many new 
areas for a system of furnishing the 
farmers anhydrous ammonia as fer- 
tilizer.” 

Although Phillips has stepped up 
production of solid fertilizer mate- 
rials, such as ammonium sulfate and 
ammonium nitrate, the company is of 
the opinion that a substantial per- 
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Conoco Super 
hasoline with 


The Greatest Gasoline Development in 31 Years 
A great profit 


Sell these @ Boosts car power as much as 15%! 
amazing e@ Extra gasoline mileage (up to 3 more miles per gallon)! 


advantages @ Increases spark-plug life up to 150%! 


of TCP* @ just like an engine tune-up! 


* Trademark owned and patent 
seca gee applied for by Shell Oil Company. 


© 1954, 
Con 


gummi FOr a more PROFITABLE FUTURE. 
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pportunity for yo 


This new “Super Salesman” is breaking 
all records for Conoco jobbers! 


Sales and profits are soaring for Conoco 
dealers and jobbers. The response by mo- 
torists in all parts of Conocoland has been 
even more than enthusiastic. It’s been 
simply phenomenal. Everyday, Conoco 
dealers are welcoming new customers, lots 
of them. Conoco Super Gasoline with 
TCP is not only increasing sales and 


profits, but it’s also a strong traffic builder 
for everything else you sell. 


Join the profit parade. See your Conoco man 
—call or write him today. Continental Oil 
Company —Albuquerque, Butte, Chicago, 
Denver, Fort Worth, Houston, Kansas City, 
Lincoln, Oklahoma City, Salt Lake City, or 
Ponca City, Oklahoma. 


—_contactT CONOCO 
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TRENDS 


centage of the total output will be 
ammonia. The fact that the product 
contains 82% nitrogen and can be 
handled in bulk, means that it can be 
a highly competitive source of nitrogen 
in most of the farming areas. This does 
not mean that the solid fertilizer mate- 
rials do not have a place since they 
can be easily marketed from stores, 
service stations and bulk plants, and 
the capital investment required by the 
dealer is much less than in the case of 
the distributor of anhydrous ammonia. 


FERTILIZER AT STATIONS 

However, the dry fertilizer mate- 
rials have the advantage of being easily 
marketed from stores, service stations 
and bulk plants, and the capital invest- 
ment required by the dealer is much 
lower than for anhydrous ammonia. 

Ammonium sulfate, which Phillips 
has been marketing at service stations 
since early this year, is shipped in 
crystal form both in bulk and in 25, 
50 and 1000-Ib. bags. 

Ordinarily, the oil jobber purchases 
ammonium sulfate in bags and should 
plan on having a minimum inventory 
of 20 tons to make the venture profit- 
able. This would require some ware- 
housing space. But the jobber safely 
could store the product in a dry and 
clean area of his petroleum bulk plant 
if he desired. 

The tank wagon driver could be 
utilized to deliver bags of ammonium 
sulfate to the farmer. But the jobber 
could not assume the responsibility of 
applying the plant food himself, as he 
usually does with anhydrous ammonia. 
He might keep a small spreader or 
two that he would loan or rent to 
the consumer. 

Making ammonium sulfate avail- 
able in bags through the service sta- 
tions will tend to serve the home 
owners who are customers of the sta- 
tions. In respect to ammonium sul- 
fate, as with many other solid fertilizer 
materials, the markup will vary from 
30-50¢ per 100 pound bag. Thus, the 
service station owner can offer a new 
product to his customers and at the 
same time increase his sales volume 
measurably by handling an item that 
most of his customers need. This new 
venture in merchandising offers many 
opportunities for the jobber who wants 
to expand his business and increase 
his capital investment materially, and 
for the dealer who wants to increase 
his profits and, broaden his line of 
excellent merchandise. 


Ammonium Sulfate Costs 

Industry sources give these esti- 
mated cost and profit figures per ton 
for ammonium sulfate: 
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Wholesale price, delivered in 
Chicago . $63.00 
Wholesale markup 3.00 
Delivered to dealer 66.00 
Dealer markup (varies) .... 8.00 

Consumer price-average 74.00 

Total markup—direct sale . 11.00 

Marketing costs: Unloading and 
handling ($2); storage ($1); 
financing ($1.50) 4.50 

Combined gross profit . 6.50 


Ammonium nitrate is sold in 100- 
Ib. bags only. As opposed to ammoni- 
um sulfate, it must be stored in a 
separate warehouse and may not be 
kept close to oil products. Although 
perfectly safe by itself, ammonium 
nitrate carries its own oxygen, thus 
supporting its own combustion, and 
in the presence of gasoline or lubri- 
cating oil fumes, might generate a 
chemical reaction that could cause 
an explosion. 

For this reason, ammonium nitrate 
must be stored in its own warehouse, 
even though the storage area could be 
within 50 ft. of a gasoline tank. It 
would be safe to display one bag at a 
service station, but no more. 


Ammonium Nitrate Costs 


Industry sources give these esti- 
mated cost and profit figures for am- 
monium nitrate: 
Wholesale price, delivered 

to Chicago 
Wholesale markup 

Delivered to dealer 

Dealer markup (varies) 
Consumer price average 
Total markup— 

direct sale 
Marketing costs: Unloading 

and handling ($2); storage 

($1); financing ($1.50) 
Combined gross profit 


$83.00 to 

4.00 “ 
$87.00 
10.00 
97.00 


14.00 


430° ™ 
$ 9.50 “ 


OIL COMPANY OUTPUT 


The expansion of Phillips, Shell, 
Lion and Union into synthetic nitro- 
gen production is an important part 
of a nationwide nitrogen expansion 
program that started in 1951 and 
which by 1955 is expected to increase 
total production by some 1,300,000 
short tons (2,000 Ib. per year). 

With completion of this expansion 
program, total U.S. nitrogen produc- 
tion will approximate 3,000,000 short 
tons annually, of which about 2,765,- 
000 short tons will be synthetic pro- 
duction. Of this synthetic production, 
about 75%, or more than 2,000,000 
short tons, will be derived from natu- 
ral gas. 

This means that today synthetic 
ammonia from natural gas ranks 


among the top petrochemicals from a 
tonnage standpoint. 

Shell, a pioneer nitrogen producer 
on the West Coast, accounts for 
around 450 tons daily of anhydrous 
ammonia from its Shell Point plant in 
the San Francisco Bay area and its 
Ventura, Calif., ammonia facility 
opened last December. 

Union’s Brea Chemicals is operat- 
ing near its 235 tons daily capacity of 
aqua ammonia. 

Total Far West ammonia output 
was expected to be between 800 to 
900 tons daily by midyear, of which 
80% would be used as fertilizer. 

Phillips entered the fertilizer field 
in 1948, when it leased the Cactus 
Ordnance Plant at Etter, Texas, which 
during the war was a big source of 
ammonia for explosives. Since’ taking 


the capacity from? 
drous ammonia 
daily of 82% nitr 
terial. 

This represents an average yield of 
one ton of ammonia from 100,000 
cu. ft. of natural gas and a daily ag- 
gregate of about 18 tank cars of am- 
monia as the primary product. 

Early this year, Phillips completed 
construction of a new ammonia plant 
at Adams terminal chemical site on 


the Houston Ship Channel with a 
daily capacity of 750 tons. 


Lion Oil's nitrogen production 
amounts to 160,000 tons per year 
from its El Dorado chemical plant and 
90,000 tons a year from its Barton 
plant near New Orleans. 

On the West Coast, the petroleum 
industry is developing a vital relation- 
ship with the fertilizer business. But 
the connection, so far, is almost ex- 
clusively at the manufacturing level. 
There are few indications that con- 
ventional. oil products marketers are 
going to get into the act. 

Not for Jobbers—Neither Shell nor 
Union sees much future for the oil 
jobber. in the fertilizer business, 
despite the fact that their distributors, 
consignees and commission agents 
daily supply gasoline and distillates to 
thousands of farm accounts. 

“That just isn’t our general pat- 
tern,” said a Shell Chemical market- 
ing executive. “Our fertilizer dealers 
are completely independent of the pe- 
troleum business.” 

He pointed out that oil marketers 
rarely have the specialized knowledge 
of soils, water and crops necessary for 
proper marketing of fertilizer, parti- 
cularly ammonia. 

Farm distribution of insecticides 
would dovetail more satisfactorily 
with the oil jobbing business, he said. 
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Refueling a Pan American Clipper at Idlewild Airport, New York. 
Truck-mounted Purolator Bulk Fuel Filters, of 300 g.p.m. capacity, 
prevent impurities from entering the plane’s fuel system. 


Preferred... 
for that important ounce of prevention— 


PurOlator Bulk Fuel Filters 


Purolator* Bulk Fuel Filters — both truck- 
mounted and terminal types—are meet- 
ing industry’s most exacting specifications for 
dependability, fineness of filtration, and ease 
of servicing. 


Purolator Micronic* elements remove par- 
ticles as small as .0000039 inch; have a filtering 
area and dirt storage capacity of up to 10 times 
greater than ~old-style filters. They are also 
designed to remove 99% free and entrained 
water. 


Standard Purolator filters are available with 
flow rates of 15 to 1500 g.p.m.—for both 
large-capacity fixed and mobile installations. 
Purolator’s engineering department will gladly 
help you solve your special filtration problems. 
Write for the newest Purolator Bulk Filtration 
Catalog. *Reg. U.S. Pat. Off. 


PUROLATOR PRODUCTS, INC. 
Bulk Filtration Division 
Rahway, New Jersey, and Toronto, Ontario, Canada 
Factory Branch Offices: Chicago, Detroit, Los Angeles 
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Truck-mounted 
Purolator Bulk Fuel 
Filters in use at Wash- 
ington National Airport, 
Washington, D. C. 
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STATION MANAGEMENT courses now being planned will help members of Retail Gasoline Dealers Assn. of Michigan earn 
the right to display this emblem. Discussing courses are Adrian Trimpe, Michigan distributive education trainer; Cash Hawley, dealer 
association general manager; and George Petrie, assistant manager, Michigan field office of U.S. Department ef Commerce 


How Dealers Start Their Own 


Michigan service station operators are going to help themselves 


become better businessmen. 


They’re going back to school this fall to take a night school course 


in service station management. 

It’s a move on the part of the 
Retail Gasoline Dealers Assn. 
of Michigan and the National 
Congress of Petroleum Retailers 
to Provide the means whereby 
their members are given the 
opportunity to better their opera- 
tions, increase profits, and ren- 
der improved service to the 
motorist. 

The course will be sponsored by 
the Michigan dealer association and 
will be taught by experts in various 
fields of management. Instructors will 
be paid by local school systems, which 
will be reimbursed in part from state 
education funds. 

The curriculum is being prepared 
by the Distributive Education Depart- 
ment, Lansing, Mich., with the coun- 
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sel of the dealer group and various 
oil industry management people. On 
July 13 in Kalamazoo, the Michigan 
dealer group’s board of directors is 
expected to approve the course as 
tentatively outlined late last month in 
a conference with management experts 
in Detroit. 

The course probably will consist of 
11 classes, each devoted to a specific 
phase of station management. Stu- 
dents will study financing of a station, 
credits and collections, record-keep- 
ing, stock control, personnel adminis- 
tration, business law as applied to ser- 
vice station operation, merchandising, 
selling technique, advertising and dis- 
play, maintenance, and relations with 
the buying public. 

Dealer Reaction — Enrollment for 


Schools 


the “trial run” sessions at Detroit and 
Kalamazoo in September isn’t ex- 
pected to swamp either the instructors 
or the offices of the Michigan dealer 
group. 

John Nerlinger, executive secre- 
tary of the national retailer organiza- 
tion and the Michigan Association, 
says dealers will have to be sold the 
course. 

But he points out that there is a nu- 
cieus of dealers in the state who are 
enthusiastic about the station manage- 
ment course and will enroll. They are 
expected to get the program off to a 
good start. 

Nerlinger predicts that once 
dealers get all the facts about the 
course and its benefits, dealer interest 
and participation will increase. As in- 
terests grows, courses will be offered 
in other sections of the state. 

The course as it now stands is ac- 
ademic in nature and is not intended 
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Dugdale Sheldon 
CREDIT AND COLLECTION course 
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ee 
Nesbitt Penman 


is edited by Harry Dugdale, Shell credit 


manager, Detroit. Work on station maintenance course is done by Ray Sheldon, Sun 
Oil dealer in Detroit and Robert Nesbitt, Automobile Club of Michigan, Detroit. 


Additions to merchandising course are pondered by William Penman, 


retail sales manager, Detroit 


. 


Cunningham Koitzch 


Shell division 
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Case 5 Trimpe 


ADVERTISING AND DISPLAY course is analyzed by three Sun Oil Co. men 
and Adrian Trimpe, Michigan distributive education trainer. Sun men are Martin 
Koitzsch, specal advertising representative, Philadelphia; K. W. Cunningham, assistant 
regional manager, Detroit; and Stores Case, advertising manager, Philadelphia 


to supplant present training classes be- 
ing conducted by oil suppliers for 
their service station operators and at- 
tendants. There will be no attempt, 
for example, to teach men how to lu- 
bricate a car, or set up a class to allow 
actual practice maintenance work on 
station equipment. 

Supplier Reaction — Concensus of 
oil supplier spokesmen in the state is 
that this type of course offered 
through the public school system is 
much needed. Suppliers indicate they 
will support the venture by recom- 
mending that their own station people 
attend the classes. 

But suppliers qualify their recom- 
mendation. They say that the course, 
to be really effective, must be taught 
by instructors recruited from the oil 
industry management field. There was 
some criticism of the Detroit confer- 
ence last month when educators met 


with “experts” to whip the course into 
shape. The criticism was based on the 
fact that some of the “experts” were 
not industry men and were not equip- 
ped by experience in station manage- 
ment and operation to offer sound ad- 
vice as to what a management course 
should include. 

One supplier spokesman said. there 
are many qualified men in the oil in- 
dustry who are available as advisors 
and instructors for a course of this 
kind, adding, “I hope the dealer as- 
sociation makes use of them.” 

The whole subject currently is un- 
der study by Nerlinger’s group and 
may be resolved by the July 13 meet- 
ing in Kalamazoo. This seems almost 
certain, since the Michigan associa- 
tion wants the co-operation of sup- 
pliers in encouraging their own dealers 
to enroll for class. 

There are an-estimated 2,500 ser- 
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It's a fact that more gas, oil, and grease is 
sold by service stations who do a big TBA 
business. That's because these stations INT 


send their petroleum product customers “down 
the street’’ for TBA services motorists need 

like good tire service. Over 30,000 service sta 
tions from coast to coast use the Coars Iron 
Tireman to give good tire service af « good 
roft through real savings in time and back 
Seochinn work. Tires go on and off the mm in 
30 seconds without beating, pounding, heavy 
rubber wrestling. And stations who make them 
selves good tire service headquarters get the 
MOST, the BEST chances of selling new tires 
recaps, snow tires to step up TBA profits 


WHY SERVICE STATIONS CHOOSE THE 
IRON TIREMAN OVER ALL OTHER TIRE 
CHANGERS COMBINED 
® More Convenient. Quick, easy foot pressure 
clamps tire securely 

® Simpler. Anyone can operate it 

® Bener put-on, take-off tools. Handier bead 
breaker 

GET ALL THE MONEY MAKING FACTS 

NOW. WRITE TODAY FOR FREE LITER 
ATURE, COMPLETE INFORMATION 


JACK HENNESSY SALES CO. 
National Distributors 
P. O. Box 22, Audubon Station 
New York 32, N. Y. 


MANUFACTURED BY 


COATS COMPANY 


FORT DOOGE, IOWA 
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TRAINING 


vice station dealers in Michigan who 
are members of the retail association. 
It is hoped that by 1955 the manage- 
ment course will be available to all 
members. 

The course is primarily designed to 
expand the station operator’s present 
knowledge of sound management and 
strengthen him on points where he 
may be weak. Each class will include 
this breakdown of topics: 

Credits and Collections—Stress will 
be on a study of advantages and dis- 
advantages of credit business, ratio of 


NOW! 











4 MORE 
WAYS TO 


DELIVERY COSTS 


Does All Operations — OPEN, 
CLOSE—LIFT, LOWER with only 


credit sales to over-all sales, handling 
of installment sales, adequate record- 
keeping, dangers of over-selling on 
credit, establishment of a sound cre- 
dit policy, handling charges and col- 
lections, and suspension of delinquent 
accounts. 

Record-Keeping—The importance 
of adequate records on sales, merchan- 
dise, profit and loss, and accounting 
equipment will be emphasized. 

Stock Control—Discussions will 
cover stock control, methods of con- 
trol, and inventory turn-over. 









STOP 
MERCHANDISE 
DAMAGE 


SPEED UP 
LOADING 


Personnel Administration will deal 
with the selection of station personnel, 
how to attract prospective employes, 
various plans of compensation, and 
employe training. 

Business Law will provide the stu- 
dent with a working knowledge of 
contracts, state laws governing the sale 
of real and personal property, and 
various types of insurance. 

Merchandising—This will be a 
study of how to select brands, basic 
stock merchandise, mark-ups and 
mark-downs, seasonal selling, and de- 
termination of customer demand. 

Advertising and Display will present 
methods of advertising, facts about 
advertising media, and will describe 
how to co-ordinate merchandising, 
advertising and display. 

Maintenance will cover the elements 
of good station housekeeping, per- 
sonal appearance of operator and 
attendants, and planning the station 
schedule. 

Public Relations will concentrate on 
station contact with the customer and 
how to keep him. It also will examine 
the ethics of competition, and co- 
operation through associations. 

Finance—For the student who 
wants to go into business himself, the 
class will offer counsel on the capital 


ONE CYLINDER 


A powerful freight elevator on the back of 
your truck that lifts or lowers Any kind of load 
Faster in perfect safety to operator and mer- 
chandise. Now Anthony Lift Gates do All 
operations faster by eliminating extra time- 
consuming operations. Uses only ONE cylin- 
der and ONE control lever. 


New Brochure shows HOW 
—you can cut your trucking 
costs up to 50%. Send for 
your copy today—no obliga- 
tion. 













needed to enter the service station 
business and the profit possibilities in 
various types of stations. For the 
veteran operator there will be a dis- 
cussion of the type of budgetary con- 
trol needed to help keep a business 
profitable. 

Selling Technique—tThe outline for 
the class remains to be completed. But 
it probably will be ready by the time 
the course gets underway in Sep- 
tember. 

Classes will be limited to 25 to 30 


UNLOAD 
FASTER 


CUT STANDING 
TIME 


ANTHONY 
COMPANY 





STREATOR, ILL. + DEPT. 5410-B 
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students, with enrollment fee prob- 
ably about $10 for the course. At 
first the course will be open only to 





station operators, managers or at- 
tendants. 

Later the course may expand to 
include persons planning to enter the 
service station business. 

It is hoped that from this course 
will come material that can be de- 
veloped into printed form and used 
for high school as well as adult groups. 

How Program Started—The seed 
for Michigan’s service station course 
was planted at an American Petroleum 
Institute education conference held in 
Washington in August, 1953. The de- 
cision there was that a course in busi- 
ness management was needed most to 
help service station operators. 

National Congress of Petroleum 
Retailers, at its last convention voted 
in favor of sponsoring such a course. 
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LIFT’ 2 GATES 
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Do you remember the year? 





It was the year when a bomb was exploded in Wall Street killing 30 persons. . . 
when transcontinental airmail was established between New York and San Francisco. . . 
when the Prohibition Amendment (18th) went into effect. . . 


Of special interest to us is the fact that this was the year 
when the word “Gulf” in big block letters was first added to 
the long familiar Orange disc and registered with the United 
States Patent Office as a trademark. 


If your hunch tells you the year was 1920—you’re right. 


Looking back, the years since then have certainly seen a 
great deal of change and a tremendous amount of progress 
for Gulf and the entire oil industry. And this progress has 
been responsible in no small measure for the raising of 
America’s standard of living. GULF OIL CORPORATION 


: ' ; . GULF REFINING COMPANY 
Here at Gulf there is a strong and certain belief that in the GENERAL OFFICES, PITTSBURGH, PA. 





years ahead the oil industry will make an increasingly great 
contribution to the nation. 
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How TBA Helps an Oil Company 


“What does TBA do for Brit- 
ish-American?” 

¢ Helps build a bevter name 
for B-A. 

e Helps retain customers. 

e Provides a sizeable revenue 
for limited capital investment.” 

These answers came from 
D. J. Winter, vice president of 
marketing, British American Oil 
Co., Ltd., at the Canadian Oil In- 
dustry TBA convention at Toron- 
to, May 26. 

“When the motorist’s car isn’t run- 
ning the way he thinks it should, nine 
times out of ten he blames it on the 
petroleum products he is using,” said 
Winter, “Often the petroleum prod- 
ucts are not to 
blame,” he add- 
ed, “but the point 
is that the mo- 
torist thinks so.” 

By promoting 
the sale of TBA 
merchandise in 
our outlets, we 
can help our- 
selves to better 
acceptance of : 
B-A petroleum D. J. Winter 
products, Winter explained. We build 
a better name for B-A, because when 
a car is in top shape it performs bet- 
ter than when it needs a new battery 
or new spark plug. 

We also have to keep in mind that 
when any TBA item sold by one of 
our dealers turns out to be unsatis- 
factory, the customer again blames 





B-A. For that reason we can’t afford 
to carry anything but good, reliable 
TBA merchandise, said. Winter. 

Public Wants TBA—Observing that 
some oil men still ask why an oil 
company can’t sell oil products only, 
Winter said that it could be done, 
but it would run counter to the trend 
of public demand. The public has 
come to expect that TBA needs will 
always be available at the service 
station. It’s easier to hold customers 
after they find they can get TBA 
service as well as oil products from 
us, Winter said. 

“The wonderful part of TBA selling 
through our retail outlets”, con- 
tinued Winter, “is the fact that we 
increase our revenue substantially with 
a limited capital investment.” Noting 
that TBA sales through stations are 
on the increase, Winter cited tire 
sales as an example. Six years ago 
some 23% of all replacement passen- 
ger tires in Canada were sold through 
these outlets. Today that percentage 
has increased to between 33 and 35%, 
he said. 

Good for Company—“When our 
dealers make more money it auto- 
matically benefits B-A,” Winter said. 
Aside from the direct profit on the 
TBA volume, better dealer profit 
makes for less turnover among deal- 
ers and makes our own position 
stronger, said Winter. We know from 
past experience that when dealers 
could do no more than scrape along 
that we had an ever-changing dealer 
personnel.” 








Candlepower Climax 

To add showmanship to his talk 
before the Canadian oil-TBA con- 
vention, British American’s D. J. 
Winter used this youngster carrying 
the familiar tire and candle seen 
in Fisk tire advertising. 

The boy came from the back 
of the room, calling out: “Tele- 
gram for Mr. Winter.” The alleged 
telegram announced a government 
edict barring further TBA sales 
through oil outlets. Winter, after 
observing that of course the tele- 
gram was imaginary, asked his 
audience to consider the state of 
the oil industry without TBA. 

The Fisk boy made a second 
entrance, timed with the close of 
Winter’s talk. This time he called 
out: “Time to retire, Mr. Winter.” 








Three new district managers have 
been appointed by the United States 
Rubber Co. 

Caswell O. Robinson is now in 
charge of the Dallas district office. 
He was formerly assistant district 
manager at Atlanta. 

Harold L. Riggs has been promoted 
to district manager at Fargo. He suc- 
ceeds W. L. Clarkson, Jr., who has 
been transferred to the petroleum sales 
department at New York, and assigned 
te the Calso account. 

Louis H. Scholl, who has been act- 
ing district manager at Kansas City 
since the first of the year, now officially 
holds that position. 

e 

William E. Ireland, formerly vice 
president in charge of tire sales for 
B. F. Goodrich in Canada, has been 
made a director and put in charge of 
all sales divisions of the Canadian 
company. He has been with BFG for 
20 years. During World War II he 
was chief of the tire and tube produc- 
tion division of the U.S. War Produc- 
tion Board. 

James P. Falvey has been picked as 
the new president of the Electric 
Auto-Lite Co., Toledo, following the 
recent death of Royce G. Martin, for- 
mer president and chairman of the 
board. Born in Detroit, Falvey gradu- 
ated from the University of Detroit 
with a law degree. He came to Auto- 
Lite from the Moto-Meter Gauge and 
Equipment Corp., when that company 
was acquired by Auto-Lite 20 years 
ago. 

He has been executive vice presi- 
dent, a member of the board of direc- 
tors, and has had charge of the com- 
pany’s legal department for 11 years. 
He now becomes chief executive offi- 
cer of an industrial organization with 
30 plants in the U. S. and Canada 
and nearly 30,000 employes. 

a 


James W. Fordyce has been made 
special representative for Price Bat- 
tery Corp., with headquarters at the 
Buffalo, N.Y., branch office. David 
Shaw has been added to the Price 
business development department at 
the home office in Hamburg, Pa. He 
will be active in retail sales training 
and merchandising work. 

7 

Robert S. Johanson is the new pub- 
lic relations director of the AC Spark 
Plug division of General Motors, 
Flint, Mich. He served as a public 
relations officer for the Navy in sev- 
eral eastern cities during World War 
II, and also as intelligence officer for 
Carrier Division Two in the Pacific. 
He succeeds the late M. W. Gotthelf. 
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Warning of Trouble Can Sell Tires 


By 
Frank C. Sturtevant 
TBA Editor 


You can take it as a general prin- 
ciple of selling that no market is so 
rigidly limited that good salesmanship 
can’t expand it a little. But that’s not 
exactly what oil companies are aim- 
ing at when they conduct tire condition 
surveys like that of Standard of Ohio, 
on which a report has just been made 
available. They just want to focus the 
dealer’s attention on the size of the 
tire market at his front door. Mel 
Marsh, Sohio’s TBA manager, doesn’t 
believe national statistics do a dealer 
much good. 

The Sohio survey shows that 55% 
of all passenger cars need new tires. 
That’s a figure any dealer can use. It 
is also a figure that hints a bigger na- 
tional market than has ever been 
predicted. 

The demand for tires in the United 
States or in Canada is fairly predicta- 
ble. For the U.S. this year it is vari- 
ously estimated that it will run between 
47,000,000 and 49,000,000 replace- 
ment passenger tires. Experience of 
years has shown the Rubber Manufac- 
turers Assn. how to take a look at the 
registration figures and _ calculate 
roughly how many replacement tires 
will be needed. 

Car owners don’t have much choice. 
As their cars reach two years of age 
an increasing number of them must 
have new tires or they can’t operate 
any longer. The proportion of them 
who will buy this year is based on the 
ratio of past sales to registrations. 

That’s sound enough, statistically. 
But it has often been pointed out that 
owners don’t buy tires as early as they 
should for their own good. In a natu- 
ral desire to get the most out of their 
tires, a lot of motorists ask for trouble. 
That’s why 55% need new tires. 

Smooth tires invite skids and blow- 
outs. They can kill you, they can in- 
jure you, and they can cost you a heap 
of money,—for many times the dol- 
lars and cents value of an extra 1,000 
or so miles of tire life. 

Worn tires invite punctures. To save 
an extra dollar’s worth of mileage a 
car owner will risk a flat tire, and find 
himself wasting $4 for emergency 


service, or $3 for emergency cab fare. 
He can risk losing time from his job 
or business, irritating his customers, 
his boss or his fellow workers. He can 
make his wife and children unhappy, 
or make his mother-in-law hate him. 

You think these are fanciful con- 
siderations? Don’t kid yourself. For 
what reasons do people own cars? For 
use only on planned, specific trips, 
preceded always by a preparation and 
inspection routine? No. A car should 
be ready to go on the instant, to meet 
any momentary impulse. 

People look on a car as an automatic 
transportation device, always on call. 
Like the electric light switch, it should 
spring into action at a touch. If it can’t 
do that, it isn’t worth the money it 
costs. 


So why let a $25 tire hold up a 
$3,000 chariot? A lot of owners would 
see that it never happened to them, if 
some cagy service station man would 
get on the ball at the right time. All 
he has to do is drop a few hints well 
in advance of the time his customer’s 
tires are going to reach the critical 
stage. He knows, or has the means of 
knowing when that will be, six months 
in advance. A six months option, in 
the words of Si Davis of Arkansas 
Fuel Oil Co. 


That gives the reluctant car owner 
time to get used to the idea that he is 
going to part with some money. Also 
time for him to think about what he 
gets in exchange for his money. Not 
just a set of tires. He gets, in addition, 
cheap insurance against trouble, free- 
dom from worry and peace of mind. 
All are the lot of the man who knows 
he has good tires underneath him. 


The customer would think about 
those things if somebody would sug- 
gest them to him. The man to do that 
is the service station operator. He 
doesn’t have to be the world’s best 
salesman, because these are just 
simple, everyday facts of life, which 
we can all understand. We often for- 
get, but we know it’s true that the auto- 
mobile is an inseparable part of life 
today. 

In jest, or perhaps in wry protest, 
we may decry the cost. But in our 
hearts we know our cars are worth 
what they cost, and we know we have 
no thought of giving them up. So why 
can’t someone convince us each, indi- 
vidually, that it pays to replace tires 
at the opportune time, before the old 
Ones get us into trouble? 

To understand how many do it the 
other way, we need to look at the 
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Sohio survey. Not the 55% figure, but 
the dope on how many bad tires were 
found. The survey was made on the 
tires of 9,665 cars, or a total of 38,660 
tires. Of these, 31% were less than 
50% worn; 36% were 50% worn; 
11% had smooth treads; 22% were 
worn out. 

Let's take only the last two figures: 
22% worn out and 11% smooth 
treads. Add them together and it makes 
33% of the tires which ought to be 
replaced right now. 

Project this figure to total U.S. 
passenger car registrations. There are 
in round figures, some 45,000,000 
passenger cars, with a total of four 
tires apiece, or 180,000,000 tires on 
the road. If one third of them should 
be replaced now, then it shows that 
60,000,000 new tires are needed. 

Compare that with the market esti- 
mate, which for easy figuring we can 
call 48,000,000 replacements. There is 
a difference of 12,000,000 tires which 
we see is 25% more than the market 
estimate. 

This seems to prove, on one hand, 
that a penurious public is wheedling a 
lot of extra mileage out of their tires. 
Considered in its true light it proves 
that service stations are underselling 
their tire market by 25%. That 25% 
more rubber the motoring public 
ought to be buying would cushion a lot 
of grief. 

Maybe we need a “ride-on-better- 
tires” crusade. Let’s sell tire benefits 
and forget about tire prices. Even the 
owner of a 15 year old car gets real 
pleasure out of riding on a new set 
of tires. 


Installment Credit Program 


Certified Automotive Service, Inc., 
is the name of a new corporation which 
will supervise and promote, on a non- 
profit basis, an installment credit pro- 
gram known as the C-A-S Budget 
Plan. The plan was originally devised 
by the Automotive Engine Rebuilders 
Assn., largely as a means of increasing 
the sale of engine overhaul jobs by 
making it easy for the customer io pay 
for them. 

The plan was quickly expanded to 
cover any kind of repair work, and as 
such came into use by some service 
stations operators with specialized re- 
pair sidelines. So far as is known serv- 
ice stations enrolled in one of the 
C-A-S plans (they are all locally or- 
ganized) has never used it to finance 
tire sales, although in theory he would 
be free to do so. The announced pur- 
pose of the plan is to finance “parts, 
labor and accessories for the motorist.” 

Now there are- four trade associa- 
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First Resistor Type Spark Plug 
Approved as Original Equipment 
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A Prediction That Came True 


I" 1948 Auto-LiTE introduced a sensa- 
tional new automotive spark plug with 
a built-in resistor. Many uninformed 
people said this new type plug was simply 
a “gadget” designed to eliminate radio 
and TV interference . .. that it had no 
beneficial effects on the actual cperation 
of an automobile. 


WHY A RESISTOR SPARK PLUG? 


Auto-Lite followed its orig- 
inal announcement with 
the prediction that the re- 
sistor-type plug was a great 
forward step in the physics 
of ignition, that it would 
be widely used by car 
manufacturers, and that 
other spark plug manufacturers would 
follow Auto-Lite’s lead. Proof of the truth 
of this prediction came quickly. 


CAR MAKERS ASK BETTER 
PERFORMANCE 


After the most exhaustive & 
tests, engineers of leading 
car manufacturers adopted 
the Auto-Lite Resistor 
Spark Plug as original 
equipment. Tests showed 
the new type spark plug 
delivered quicker starts, 


smoother performance, 
greater gas savings, and 
double life under equal 
service conditions when 
compared to spark plugs 
without built-in resistors. 
It’s no secret now that 
other manufacturers have 
followed Auto-Lite’s lead. 


ENGINEERS WORK TOGETHER 


It was only natural Auto-Lite should lead in 
this development, for Auto-Lite engineers 
are working constantly with the engineer- 
ing staffs of car manufacturers to provide 
better automotive ignition. They know, 
years in advance of actual production, the 
goals of these engineers . . . the changes 
contemplated in engine design .. . the 
need for new types of coils, distributors 
and, significantly enough, spark plugs. 


AUTO-LITE PIONEERS 


That’s why, as engineers of the complete 
ignition system, Auto-Lite 
has pioneered in improve- 
ments of great benefit to 
car maker and car owner 
alike. Such leadership 
proves without question the 
fact... “You'Re ALways 
Ricut Wirn Aurto-Lire.” 
Auto-Lite Spark Plugs—Patented U.S.A. 


SPARK 


PLUGS 


Auto-Lite makes a complete line of spark plugs for every use including 


Standard, Resistor, Transport, Marine, and Aircraft 
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tions which have given the plan official 
support. In addition to the Engine Re- 
builders, the other groups are the 
Motor Equipment Wholesalers Assn.; 
the National Automotive Parts Assn.; 
and the National Standard Parts Assn. 


Tire Inflation Pressure Chart 
The Rubber Manufacturers Assn., 
444 Madison Ave., New York 22, 
N.Y., has published a revised edition 
of its display chart of tire inflation 
pressures for passenger cars. On a 


11” x 17” sheet are shown the front 
and rear tire pressures for all 1954 
models, and for other recent years as 
far back as 1950. 

In quantities, charts are being dis- 
tributed by tire companies and by most 
oil companies. Single copies may be 
obtained without charge from the asso- 
ciation office. 


Dealers Protest Price-Cutting 


Service station dealers in the Toledo, 
Ohio, area have started a drive along 
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Rubber Lubricant 


PREMIUM QUALITY—TAKES OUT SQUEAKS— 
KEEPS OUT SQUEAKS—WON’T WASH OUT 


“Orel” is an exclusive 
Du Pont formula. Un- 
like petroleum-based 
lubricants, it cannot 
harm rubber. It con- 
tains no castor oil or 
graphite...does not dry 
out or wash out even 
with repeated exposure 
to rain and washing. 
“Orel”? stops squeaks 
and keepsthemstopped. 
Order new, improved 
Du Pont “Orel” next 
time you talk to your 
jobber —there’s noth- 
ing else like it! 


Use OREL to lubricate 
these and many more 
Bushings in Shock Absorber 
Arms 


Spring Shackles 

Sway Eliminator Bars 

Motor and Body Mountings 

Pads Insulating Springs from 
xles 


OREL silences squeaks .. . 
stops complaints! Put it in 
your lubrication routine. 


FREE—as o special 
get-acquainted of fer— 


Withevery 2-gallon pur- 
chase of “Orel,” this 
handy polyethylene 
squeeze bottle. One shot 
from this anti-squeak 
“gun” has an amazingly 
nowerful silencing ef- 
ect! 


Rubber insulations between 
Spring Leaves 


Metal-to-Metal Contacts be 
tween Chassis and Frame 


Steering-Column Rubber Bush 
ings 


9. Fan Beits 
10. Knee-Action Units 
11. Rubber Hood Seals 


12. tnner Tubes when Mount 
ing Tires 


eNO VPN HB 


DU PONT NC"7”" PRODUCTS 
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BETTER THINGS FOR BETTER LIVING 
- ++ THROUGH CHEMISTRY 


the lines of a similar movement in 
Columbus, Ohio, to discourage the 
practice of large business concerns 
buying various items of TBA merchan- 
dise and reselling them to their own 
employes at wholesale cost. There is 
an Ohio Anti-Trade Diversion law 
which forbids such dealing in the state 
but little has been done to enforce it. 
The dealers particularly resent the 
sale through such channels of anti- 
freeze, which seems to be the biggest 
target of this kind of price cutting. But 
tires and motor oil also reach consum- 
ers in this indirect way, say the dealers. 


Correction 


In the May 19th issue, on page 42, 
there appeared a short description of 
a new Fram Corp. air filter cartridge 
for crankcase ventilation. A photo- 
graph used in conjunction with the 
story was that of Fram’s carburetor air 
filters which are standard equipment 
on all 1954 Hudson Super Wasps, as 
well as on 1953 and 1954 Studebaker 
Commander and Champion models. 

The proper photo of the crankcase 
air filter appears above. The device on 
which the filter cartridge is used is 
what is known as a positive crankcase 
ventilator. An electric motor draws air 
through the filter, forces it into the 
crankcase. The forced air stream picks 
up so-called “blow-by” gases contain- 
ing unburned’ fuel, water vapor and 
other sludge and acid-forming im- 
purities and carries them into the 
atmosphere through the road draft 
tube. 


Elk Makes Changes in TBA Line 


The Elk Refining Co., Charleston, 
W. Va. has made two recent changes 
in its TBA line. Dealers flying the Key- 
stone flag can now buy Fram oil filter 
cartridges and Prestone antifreeze 
from the company. 
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The only new major 
oil-dock hose 


ina generation! 


The U. S. Amazon’ H"1515 weighs 
34 less than conventional dock hose! 


No more bothering with heavy, stiff hose that’s hard to handle and 
hoist. No more wasting 30 minutes or over in make-up time to a 
header (with dock charges running as high as $200 an hour or more). 
Get it done with U.S. Amazon H-1515 in 5 minutes. Four years of 
Navy service and up to three years’ use by every major oil company 
in America and in most foreign countries have proved conclusively 
that U.S. Amazon puts conventional oil-dock hose back into the 
horse-and-buggy age. 
Note these facts: 


@ No more delays from accidents caused by handling heavy hose and 
fittings. @ Weighs 2/3 less than conventional hose. End fittings also 
weigh 50% less. @ Flexibility? U.S. Amazon H-1515 has a semi- 
rigid construction which remains undamaged by the folding and flatten- 
ing encountered in ordinary hose use. @ Oil companies, barge and 
towing lines from coast to coast praise its economy and order more 
U.S. Amazon H-1515. Dock workers are outspoken in their praise, 
and like to work with it. U.S. Amazon H-1515 is made by United States 
Rubber Company, and is sold through any of the 27 “U.S.” District 
Sales Offices. Further information is obtainable by writing to 
address below. 


The light weight of H-1515 makes it the only 
dock hose that should be used for hard-to- 
reach bunkering headers. Photo shows a 
connection being made without the need for 
a hoist. 


“U.S.” Research perfects it .. .““U.S.” Production builds it... U.S. Industry depends on it. 


UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION +« ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


Hose « Belting « Expansion Joints * Rubber-to-metal Products « Oil Field Specialties + Plastic Pipe and Fittings « Grinding Wheels « Packings « Tapes 
Molded and Extruded Rubber and Plastic Products « Protective Linings and Coatings « Conductive Rubber « Adhesives « Roll Coverings « Mats and Matting 
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EQUIPMENT 














ENCLOSED, but hard to recognize, this 
1912 model carried a glass globe 


HARD WORK was the 
key to this number, 
which takes after the 
kitchen water pump 
IN 1910, the motorist needed muscle. e 
With luck he got a quart on each stroke MEASURING came in S.A ' 
1911, with this fancy 
gadget—one gallon per CHEERS {greeted this five-gallon measur- 
stroke ing pump brought out in 1915 





From tin bucket to modern com- 


From Tin Can to Computer— puting pump—the art of dispensing 


gasoline has come a long way since 
the first gas buggy and the new cen- 
tury took to the road together. 


Evolution of Gasoline Pumps ““'tm si sis. Setar sigs 


hay to a horseless carriage was a 











ATTENDANTS loved this one. Electric NEW in the 30’s were dis- CALCULATING PUMPS, heralding the modern era, 
metering did away with hand pumping placement meter models came out in 1935. They figured both gallonage and price 
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IN THE 20's, gasoline pumps began to 
take on a more recognizable form 


VISIBLE PUMPS, sensation of the 20's, 
still serve at many service stations 





major production. First, a bucket was 
filled with gasoline. Then a chamois 
cloth to strain out foreign matter was 
stretched across a funnel, which was 
fitted into the car’s tank. Then the 
fuel was poured into the vehicle, with 
much slopping. 


The first gasoline pump appeared at 
the end of the century’s first decade. 

Since then, many pump models 
have come and gone—as demonstrated 
by this series of pictures from the files 
of the Gilbert and Barger Manufac- 
turing Co. of West Springfield, Mass. 





THIS MODEL of calculating pump served for 
many years—and ended the day of the glass globe 


re 4 ak 
>; a 
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DUAL PUMPS, 


models, 


one of the most modern 
are becoming popular as space-savers 


AFTER 40 YEARS, pumps are 
low, attractive and efficient 
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NOW 
READY— 


the 1953 edition 
of Platt's 


OIL PRICE 
HANDBOOK 


(30th Edition) 
COMPLETE-— 


Petroleum Prices! 
Facts! 
... any oil price 
for any given day! 


Platt's OIL PRICE HANDBOOK 
rovides finger-tip information for 
Cony oil executives . . . marketers 
. buyers... sellers . . . com- 
pany and association statisticians 
- . « research analysts .. . ac- 
. . . in fact, for anyone 
who deals with oil rices in any 
way, this hand book is a must 
to complete their 1954 business 
library. 


Platt’s OIL PRICE HANDBOOK 
contains all the vital oil price in- 
formation for the year of 1953 
accurately reported and publi 

in one, complete single source 
package. You can find any oil 
price or any oil price change 
merely by turning to the appropri- 
ate conveniently die-cut marginal 
index . . . the low and high for 
any given day, the lows and the 
highs monthly and yearly averages 
for any given petroleum product. 


More complete than any of the 
29 a a + with a new 


style, the new 
Platts . OLY P E HAND DBOOK 


will continue to sail at $15.00 per 
copy. It comes to you in a durable 
and attractive cover, case bound. 

edition is printed in a limited 
quantity, so rush your order for 
your copy today! 


SEND YOUR ORDER 
WITH PAYMENT TO 


OIL PRICE 
HANDBOOK 


McGraw-Hill Publ. Co., Inc. 
330 W. 42nd Street 


New York 36, N. Y. 
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EQUIPMENT 





Kit Fixes Punctures 


A puncture-sealing gun, now com- 
ing into general use, is incorporated 
in a new tubeless tire repair kit. In- 
cluded in the kit are the gun, which 
injects a sealing compound into the 
hole; two gun cartridges, six repair 
plugs, one insert needle, one rat-tail 
file, one trimming knife, half-pint of 
rubber solvent and two strips of seal- 
ant patch. For injuries not exceeding 
3/32-inch, the tire need not be dis- 
mounted. The gun nozzle is placed 
over the hole or cut and two quick 
turns of the handle seals the injury. 
The kit sells for $9. Miller Rubber 
division of B. F. Goodrich Co. 

Circle No. 1 on Reply Coupon 


Industrial Charger 


Two models for use with lead acid 
industrial truck batteries have been 
added to a battery charger line. One 
model is for charging six-cell batteries 
having capacities of 250-650 ampere 
hours. The other is for 15-to-18-cell 
units with capacities of 300-700 am- 
pere hours. Lincoln Electric Co. 


e FOR FURTHER INFORMATION 


On equipment or literature described in this issue: CIRCLE THE NUMBER 
below. Fill in the reply coupon, clip and mail to 


® Readers’ Information Service 
NATIONAL PETROLEUM NEWS 


330 W. 42nd St., New York 36, N.Y. 
Your inquiry will be forwarded to the manufacturer. Void after Aug. 6, 1954. 


Robot Hand for Testing 


A sensitive robot hand has been 
developed to operate remotely located 
control of reciprocating aircraft or 
automotive engines during test work. 
The manufacturer says the hand can 
adjust these controls more sensitively 
than the most skillful human hand 
and that it is “100 times more re- 
sponsive than conventional or hy- 
draulic systems previously used for 
this function.” Minneapolis-Honeywell 
Regulator Co. 

Circle No. 3 on Reply Coupon 


Oil Fire Extinguisher 


Gasoline, oil and other flamable 
liquid fires are the main target of a 
new 1-qt. pressurized fire extinguisher. 
It also is adaptable for fires in auto 
electrical panels, motors and _ ignit- 
ion systems. Special one-hand oper- 
ation and “power discharge” is 
provided by stored air pressure. The 
extinguisher is designed so that the 








1 2 3 4 





5 6 7 








NATIONAL PETROLEUM NEWS 


A McGraw-Hill Publication 


Street Address 


Ce wks 


See 





discharge nozzle fits all standard air 
chucks and a pressure gauge is pro- 
vided for visual inspection of the 
charge at all times. It also is available 
in a 1%-qt. model. General Pacific 
Corp. and General Detroit Corp. 
Circle No. 4 on Reply Coupon 


Wheels Balanced on Car 


- Bear claims accuracy that provides 
complete safety of operation at speeds 
in excess of 100 mph for its new “On- 
A-Car” wheel balancer. A weight spin- 
ning pattern constantly shows the 
operator whether he is adding or sub- 
tracting weight. The balancer comes 
in three models—moderately priced 
standard, deluxe and deluxe twin- 
motor. All three models provide a 
seat for the operator. Bear Manufac- 
turing Co. 

Circle No. 5 on Reply Coupon 


Tool Loosens Beads 

A tool for loosening beads and re- 
moving tires on wheels and rims from 
10 to 40 inches requires no stand 


NATIONAL PETROLEUM NEWS °* July 7, 1954 





and is lightweight and compact. The 
new device has a crossbar that is 
easily adjusted to any rim size. Three 
jaws are forced between the rim and 
bead and the center jaw forces the 
bead down through a cam and lever 
action that the manufacturer says 
exerts up to 3,500 Ib. pressure on the 
bead. The company says the tool not 
only breaks beads on practically any 
type of rim or wheel, but also re- 
moves two and three-piece wheels 
from the tire. Bishman Manufactur- 
ing Co. 

Circle No. 6 on Reply Coupon 


New Fire Alarm 


A cylinder of compressed gas to 
which an alarm horn is attached rep- 
resents a new approach to the prob- 
lem of sounding fire alarms. The 
alarm horn is connected to the interior 
of the cylinder through a special heat- 
actuated valve. When the temperature 
surrounding the unit rises above 136 
degrees, the valve opens and the horn 
sounds. Measuring 15 in. in length 
and weighing three pounds, the device 
will sound the alarm for five to eight 
minutes. Fyr-Larm Co., Inc. 

Circle No. 7 on Reply Coupon 


Brush Cans Won't Leak 


New on the equipment market is 
a line of leakproof brush-top cans. 
Available in quart, pint, half-pint and 
3/16-pint sizes, the cans are designed 
for use with touch-up enamel, 
cements and other similar liquids. 
They come equipped either with ring 
or detachable wooden handles, both 
of which permit easy carrying or 
storing of cans in tool kits. Brushes 
are either one-inch or '%2-inch wide, 
soldered to screw caps. George D. 
Ellis & Sons, Inc. 


Circle No. & on Reply Coupon 


TIME IS SAVED in fuel oil deliveries with the new Roper Hydraulic product pump 
and power-operated hose reel. It also reduces driver fatigue 


Hydraulic Delivery Saves Time 


Smith Oil & Refining Co. of 
Rockford, Ill, has shaved fuel 
oil delivery time with a hydraulic 
system developed by George D. 
Roper Corp. for its semi-trailer 
units, 

The system consists of a hydraulic 
motor-driven product pump and a 
power-operated hose reel. 

Here’s the way it saves time, ac- 
cording to Roper and Smith: 

—The power reel winds up the 
hose faster than hand operation. 

—tThe reel reduces the fatigue of 
the operator, making him more ef- 
ficient in the late hours of his shift. 

Roper says the hydraulic motor 
system reduces the wear factor in all 
the units, and after only slightly high- 
er installation cost, results in lower 
maintenance expense over the unit’s 
service life. 

The circuit consists of: 

—Hydraulic pump driven by power 
take-off. 

—Relief valve to control the torque 
of the hydraulic motor driving the 
product pump and to protect the sys- 
tem from shock loads and overloads. 

—A 10-gal. sump with filter and 
breather. 

—Pressure and return lines. 

—Product pump head delivering 
45 gpm. 

—Hydraulic hose reel motor, con- 
nected to the reel by a chain and 
sprocket, with a simple clutch to 
facilitate unwinding the hose. 

Roy Lake, transportation manager 
of Smith Oil & Refining, comments: 
“These semi-trailers are working out 
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MOTOR-PUMP UNIT mounts easily in 


the semi-trailer’s barrel compartment 


even better than expected. No special 
driver training is needed other than 
a few minutes’ explanation on how to 
operate the hose reel.” 

One truck, on its first day of op- 
eration, upped the anticipated 30-stop 
schedule to 42, with an average of 
235 gal. per fill. The increase in the 
number of stops was attributed to 
the time saved by the power hose 
reel. 

Some of the advantages claimed 
by Roper: 

—Safety and explosion-proof op- 
eration. 

—Simple adjustments to cover a 
wide range of operating conditions. 

—Lower maintenance costs and 
increased service life of all com- 
ponents of the system. 

—Protection against 
overloads. 

—The hydraulic system can be 
stalled without damage to itself or the 
work load. 


shock and 








"Ie@ikn «~~ interpreting the oil news 
Midwest 


By Leonard Castle 


Spreading OIC Word 

A “Flying Goose Squadron” of 101 
specially trained oil men will fan out 
into the Midwest states during Sep- 
tember to intensify planning for Oil 
Progress Week, Oct. 10-16. 

The idea of these flying squadrons 
was conceived as a means of shoring 
up local weaknesses and stimulating 
renewed interest in Oil Progress Week 
among local committee members. 

The squadron members are loaned 
by various oil companies to the OIIC 
for a week. Prior to their flying cam- 
paign, they will receive an intensive 
two-day training course at Cincinnati 
in the basic principles of public re- 
lations, the objectives of OIIC and of 
Oil Progress Week, and details of their 
flying squadron assignments. 

Selection of the men is left entirely 
to the participating companies, and 
the OIIC is seeking equitable repre- 
sentation from all companies market- 
ing in the 13-state area. 

“It is recommended,” says OIIC, 
“that the men selected be sufficiently 
mature to command the respect of 
local committee chairmen with whom 
they will be working, and that they 
be able to fire local committees with 
the necessary enthusiasm. 

“Each flying squadron member will 
receive a packet of information on the 
OIIC organization, media, clubs and 
other pertinent information on the 
community included in his itinerary. 
He will also receive Oil Progress Week 
packages, an agenda for his meetings 
and a simple mimeographed form on 
which to report the Oil Progress Week 
plans for each community he visits. 
Careful travel schedules for each fly- 
ing squadron member will be drawn 
in advance and available at the time 
of the training session.” 

Heading the program is L. R. Kam- 
perman of Leonard Refineries, chair- 
man of the Great Lakes District, who 
has been accorded the title of 
“Grander Gander.” The “Grand 
Gander” is W. D. Cross of Sinclair, 
district vice chairman. 

The flying squadron program will 
consist of two phases: 

1. An intensive series of area meet- 
ings, attended by district representa- 


54 


tives, will be held during August to 
stimulate early planning for Oil Prog- 
ress Week. At that time, area liaison 
men will be charged with the responsi- 
bility of meeting with community 
committees in each area to stimulate 
early planning at that level and to fill 
any organizational gaps that may have 
developed. 

2. Flying squadron members will 
follow in September, probably during 
the weeks of Sept. 13 and 20. Their 
specific responsibilities will be to get 
into operation the plans made but 
not being carried out and to stir up 
Oil Progress Week enthusiasm among 
local oil men. 

During the two-week period he is 
in the field, each flying squadron mem- 
ber will wear the flying squadron iden- 
tification button. This emblem features 
the Oil Progress Week flying goose. 
Oil company division heads auto- 
matically become honorary members 
of the flying squadron. Its theme song 
is Frankie Laine’s rendition of “Cry 
of the Wild Goose.” 


Jobbers Salute Supplier 


Shell jobbers from Minnesota, in a 
gesture of amity, were hosts at an 
impromptu cocktail party for Shell 
company representatives and their 
wives at the annual summer confer- 
ence of the Northwest Petroleum Assn. 
at Breezy Point last month. The com- 
pany recently announced it was rais- 
ing jobber margins on gasoline at a 
number of points east of the Rocky 
Mountains. 


Gasoline Despite Flood 


During the recent flood emergency 
in Des Moines, which caused the Great 
Lakes Pipe Line terminal to be closed 
down for several days, Standard of 
Indiana supplied many of its competi- 
tors with gasoline, according to R. T. 
Kinneman, Des Moines manager. 
Standard’s tanks were not affected by 
the flood. 

Many motorists were surprised to 
find themselves purchasing purple 
gasoline from the pumps of compet- 
ing companies, Kinneman said. Stand- 
ard has been coloring its gasoline 
purple since early in the year to dis- 
tinguish it from other  gasolines. 
Kinneman said the company supplied 
competitors with “thousands of bar- 
rels a day” during the emergency 
period. 


New Oil Men’s Club 


V. W. Smith of V. W. Smith Oils, 
Ankeny, Iowa, is president of the new- 
ly formed Des Moines Oil Men’s Club. 
Other officers are Lon Denning, John- 
son Oil Refining, first vice president; 


Lioyd Spillers, Socony-Vacuum, sec- 
ond vice president; Les Lemon, Phil- 
lips, secretary; and Harold Parker, 
Parker-Wiles Oil Co., West Des 
Moines, treasurer. 

Directors are Fred Carlson, Carlson 
Oil Co.; Jim Richards, lowa Peroleum 
Industries Committee; A. J. Houlihan, 
Shell; George Mewhort, Mid-Conti- 
nent Distributing Co.; Lyle Simpson, 
Pure; Gus Geraghty, Ruan Transport 
Co. and Leo Koester, A. Y. McDonald 
Manufacturing Co. 

The group will meet regularly on 
the second Monday night of each 
month at the Savery ‘Hotel. 


Pacific Coast 


By Charles N. Pollak 


Taylor Talks 


President Reese H. Taylor of Union 
Oil Co., a man who believes manage- 
ment should keep company employes 
informed of what’s going on, is also 
a man who practices what he preaches. 
A good example was an “off-the-cuff” 
talk (subsequently reclassified as “on- 
the-cuff”) he recently gave to a group 
of 130 Union Oilers in Los Angeles. 
In it he provided an absorbing and 
candid mixture of news and prophecy, 
as well as insight into management 
thinking. Such as this— 

On Marketing—Union is presently 
looking at some Sunset Oil Co. out- 
lets in the San Francisco Bay area 
with a view to converting them to 
Union stations. As far as existing 
Union stations are concerned, Taylor 
added, “We are asking for increased 
sales per unit in some instances 
through better service and extended 
hours of operation. Where dealers re- 
fuse to co-operate with us, we have 
not hesitated to cancel their leases 
and employe-operate the stations. We 
prefer dealer operations, but we’re not 
opposed to employe-operated units that 
get the desired results.” 

Union’s retail customers soon will 
be supplied with a new type of credit- 
order purchase procedure. This, to- 
gether with streamlined machine ac- 
counting methods, should improve 
credit service and speed billing. 

Taylor said Union is after the mo- 
torist who realizes there is a certain 
economy in accepting nothing less 
than the best. He said “it’s quite a de- 
pendable type of trade that doesn’t 
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change its spots with every change in 
prices, but remains pretty loyal to 
quality and service wherever it finds 
them. Furthermore, the quality field 
just about represents our share of the 
business. We’re geared for it.” 

On Transportation—U nion will soon 
build a crude pipe line from the Santa 
Clara Valley oil fields to its Los An- 
geles refinery and thereby save 4¢ a 
bbl. over the cost of sending the oil 
by pipe line to Ventura, thence by 
tanker to Los Angeles. And the line 
will eliminate the need for three- 
quarters of a tanker. 

He continued: “Now, all we have 
to do when Walt Jameson starts run- 
ning our new coker up in Santa Maria 
is put a pipe line up to Oleum, pump 
the coker distillate and other oil 
through the pipe line, and lay off the 
equivalent of a tanker and a half. It 
will save the company a lot of money.” 

Union also plans to keep its trucks 
off the highways during such hours 
to relieve road congestion and at the 
same time minimize customer ill will. 

On Refining—“One of these days 
we're going to have to build a crack- 
ing plant at Oleum. If there’s any- 
thing that lowers my boiling point, it’s 
this business of shipping crude oil to 
Oleum, and special Diesel back to 
Los Angeles Refinery, and light 
cracked gasoline back to Oleum again. 
Why, we wear the stuff out just trans- 
porting it! 

“. . . I might state that we are 
steering clear of the rash of gasoline 
additives described everywhere in 
newspapers and on billboards. Our 
research boys gave all of these so- 
called wonder chemicals a thorough 
going-over. They found that the wear 
and tear on motors, the deterioration 
of valves, and so on, resulting from 
the use of such additive-fortified gas- 
olines more than discounted the bene- 
fits, if any. We found there was no 
substitute for good gasoline.” 

On Natural Gas—“. . . I would 
venture that at the very rock-bottom 
minimum Union Oil could sell its 
gas properties in Louisiana for $200 
million or more. I’m not trying to tell 
you that we’ve got that in mind, be- 
cause we haven’t. But those properties 
that are primarily gas are somewhat 
in jeopardy politically, because you 
have the Federal Power Commission, 
which thinks it wants to control gas 
production. There is some question as 
to what is gas production and what is 
oil production, and where do you draw 
the line? Well, if you have something 
that is predominant gas production, 
it might be a good idea to peddle it 
and get out from under any threat of 
that type of regulation.” 


On Conservation—Taylor warned 
against regulating production of crude 
oil under the guise of conservation 
only to make room for increased im- 
ports from abroad. He said California 
has progressed further in conservation 
than any other state, but without con- 
servation laws. “Yet you hear all of 
this poppycock about ‘We need con- 
servation,’ ‘We have wasted millions 
of barrels of oil,’ ‘We have done this 
and that and the other thing,’” he 
observed. 

On Crude Supply—Union’s chief 
executive made the point that in the 
past 15 years the company managed 
to increase the percentage of net pro- 
duction to crude runs despite runs 
that rose from 66,000 b/d to 103,000 
bd in that period. In addition, 76% 
of Union reserves are above 20 gravi- 
ty, a figure slightly better than that 
for total oil reserves in California. 

On_ Benefits—“During the past 
quarter, we have had 15 withdrawals 
from the Retirement Plan—13 of them 
from the Manufacturing Department 
—I don’t know why. Now the question 
arises as to why there should be any 
withdrawals from a plan that guaran- 
tees the employe’s contribution against 
loss and in the long run provides him 
with such a big return on his invest- 
ment. Personally, I don’t think the 
company is anxious to have such short- 
sighted people on our payroll.” 

On Research—Taylor commented 
that Union scientists had spent years 
in developing its Hyperforming proc- 
ess—“It’s evidently a good process be- 
cause we've licensed quite a few units 
to other companies. The odd thing 
is that we haven't built one for our 
own use yet. I believe Fred Hartley 
(manager, commercial development 
division) has a selling job to do here 
at home.” 

Not long after his talk to Union 
employes, Taylor made his position 
clear on natural gas for the Northwest 
in a statement to the press in Portland. 
“That FPC decision favoring natural 
gas from the San Juan basin over gas 
from Canada to serve the Northwest 
was a great mistake,” he declared. 

He said, “it doesn’t make any sense 
at all” because of the vast outlay 
necessary to develop sufficient reserves 
in the San Juan basin, as contrasted 
with the prolific gas wells in the Peace 
River field of Canada, where Union 
has substantial holdings. 


Sunset Moves South 


Sunset Oil Co., Los Angeles, re- 
gards Central America as “the coming 
petroleum frontier,” according to Herb 
Miller, general manager of industrial 
lubricating oil sales. He is supervising 
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the company’s current push for a 
share of the lubricants market south of 
the border. 

Miller, who operates under the over- 
all direction of Morton Sterling, ex- 
ecutive vice president, has set 50,000 
gal. of lubricating oil sales per month 
as his 1955 target in Mexico, Guate- 
mala, Costa Rica, Nicaragua, Hondur- 
as, El Salvador and northern Panama. 

Marketing through distributors un- 
der the brand name of Golden Eagle 
specialized Heavy Duty Lubricants, 
Sunset says it is the only independent 
company in a region long dominated 
by the majors. 

Company advertising will stress that 
Golden Eagle products are blended 
for specific applications. It says, for 
example, “Only specialized heavy duty 
lubricants are right for every job... 
every machine.” 

Sunset has been flying its packaged 
products south by Pan American 
World Airways, with larger quanti- 
ties shipped by water from Los An- 
geles harbor. 


Urich Drilling Program 


Self-serve pioneer Frank Urich, who 
has put himself on the shelf as far as 
retail gasoline marketing is concerned, 
now plans to invest an average of 
$300,000 annually as a service station 
builder and landowner. What’s more, 
the tax situation of his varied enter- 
prises has made it possible for him 
to lease several hundred thousand 
acres of what he hopes is oil land, 
largely in Alabama, Tennessee and 
Colorado. He’s figuring on drilling 
three or four wells per year and has 
participated in 17 so far—all dry holes. 

Meanwhile, brother Al Urich serves 
as president of Urich Oil Co. which 
operates six multipump stations and 
has two a-building. 


Signal’s Ship Comes In 


In November, 1952, Signal Oil and 
Gas Co., Los Angeles, put up $9,180,- 
000 to buy approximately 1,100,000 
shares of American President Lines, 
Ltd., a large shipping concern. Signal’s 
first quarter report to stockholders 
reflected, for the first time, dividends 
from this stock. 

For the quarter ended March 31, 
1954, Signal earned $3,166,520, 
against $1,866,762 in the similar pe- 
riod of 1953. Per share earnings 
jumped from 52¢ to 89¢. However, 
34¢ of the latter figure represented 
income from the company’s seagoing 
investment. And Signal likes the deal 
well enough to have acquired 37,528 
additional Class A shares of APL 
since the original purchase. 
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Gloom Pervades Refined Oil Markets 


The pressure on refined products prices was 
growing more and more severe in the nation’s oil 
markets east of the Rockies the past week, both 
at the wholesale and retail level. 

There also was a lot of nervousness in the crude 
oil market. 

API's statistical report for the week ended June 
25 didn’t help remove any of the gloom from 
general marketing conditions. This report showed 
that: 

—cCrude runs to stills were up 46,000 b/d from previous 
week. 

—Gasoline production increased 275,000 bbls. 

—And gasoline inventories declined only 862,000 bbis., 
a very small drop considering the July 4th holiday was 
just ahead. 

This, at a time when refiners and marketers were already 
talking of too much production, top-heavy inventories, 
and failure of demand to come up to expectations. 

Gasoline Continues Weak—The gasoline picture was 
anything but bright. 

At the Gulf Coast, there were reports that both premium- 
and regular-grade material could be bought at “discounts” 
of 0.25¢ off low quoted prices. Buyers were “non-existent,” 
reports said, except for one or two who were offering to 
pay “O.S¢ off” for top-quality premium. 

In the Mid-Continent and Midwest, it was much the 
same story. 

Mid-Continent refiners reported good movement of gaso- 
line against contracts, especially locally to farm trade, but 
at northern pipe line terminals, prices were easy. At ter- 
minals, material reportedly was available at 0.25¢ to 0.5¢ 
under delivered cost prices. 

The wholesale gasoline picture was dismal enough, but 
retail market conditions, which also were probably caused 
for most part by oversupply, were growing worse in some 
areas, spreading in others (see below). 

Distillates True to Form—Distillate fuels, normally quiet 
at this time of year, were running along true to form. In the 
East, there were additional companies offering “voluntary 
allowances” of 0.25¢ gal. from posted prices. Most sup- 
pliers said their distillate inventories were “above normal” 
for late June-early July, and reduced prices and “voluntary 
allowances” had failed to stimulate open market demand 
or even contract takings. 

Residual fuel, too, was relatively quiet. Supply and de- 
mand picture, though, was in good shape in most cases, 
except in the East where most suppliers were giving “vol- 
untary allowances” of 10¢ bbl. from posted prices at points 
from Philadelphia north. 

As for other products, there was little change. Natural 
gasoline was still being quoted at 4.5¢, Group 3, and 4¢, 
Breckenridge, by Mid-Continent manufacturers. Liquefied 
petroleum gas prices continued easy (see P. 59). 

Crude Watched Closely—Crude oil market was being 
watched closely by refiners and other marketers. No evi- 
dence of any cut or possible cut in posted prices was re- 
ported, but the weaker refined products became, the more 
often the question was asked: “What's going to happen to 
crude?” 

Crude purchasers in the Southwest said there was no 
doubt but what the crude market, just like the refined prod- 
ucts market, was in oversupply. There were a lot of sellers 
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of crude, few buyers. But still, opinion varied as to whether 
or not there would be a reduction in the general crude 
price structure. 

And, for that matter, few could see what good any crude 
price cut would do. Majority said it was still a case of too 
much production causing most of the weakness in refined 
products prices, and the only solution would be a substan- 
tial reduction in crude runs. 


Foreign Diesel Prices Cut—Reduced prices for Diesel 
fuels were reported in a number of foreign markets. Post- 
ings were cut 10¢ bbl. by suppliers to Esso Export Corp. 
in the Canal Zone and the Caribbean area. 

At Ras Tanura, Saudi Arabia, postings also were down, 
with marine Diesel off 74¢ to $24.03 per long ton, and 
Diesel medium (gas oil) off 38¢ to $28.47 long ton. 

International Petroleum Co., Ltd., reported 5¢ bbl. re- 
duction in its ex terminal prices at Peruvian ports. New 
prices are $4.91 bbl. at Calalo and $4.09 at Talara. 

Harwich, Inc., New York broker, was awarded contract 
to supply Argentine government with 15,000-ton cargo of 
45 cetane gas oil for mid-July delivery at 8.125¢ gal., FOB 
Aruba, N. W. L. with freight to be USMC minus 40% 
(approximately $5.82 per ton). 

The retail gasoline price picture in various areas follows, 
with amounts of state and federal taxes in parentheses: 

Louisville, Ky. (9¢)—Retail prices dipped another 1¢ in 
gallonage fight that began several weeks ago. Major brand 
dealers were posting pump prices of 14.9¢ for regular- 
grade, private brands 13.9¢. “Normal” for major brands 
of regular is 20.7¢, private brands 18.7¢. 

New Albany, Ind. (6¢)—In New Albany and Jefferson- 
ville, across Ohio River from Louisville, retail prices were 
down 3¢, with major dealers at 14.9¢, and private branders 
13.9¢ for regular. This made total reductions of 5.8¢ for 
major brands, and 4.8¢ for private brands, since price war 
started early in June. 

Dealer support programs continued in effect in both 
areas although posted tank wagon prices were unchanged 
at 16.2¢ in Louisville, 16.9¢ in Jeffersonville and New 
Albany. 

Newark, N. J. (6¢)—Retail price cutting was on the in- 
crease in New Jersey again, and major suppliers were giving 
dealers “price assistance” in one form or another. 

Survey by major company two months ago showed 76% 
of all stations in New Jersey were posting 18.9¢ gal. or 
higher for regular-grade gasoline. In survey last week, only 
64% were 18.9¢ or higher. Pump prices at many outlets 
ranged from 15.9¢ to 17.9¢, with three stations posting 
14.9¢. So-called “normal” retail is “about 21.9¢.” 

To meet competition, Esso Standard was giving its deal- 
ers throughout New Jersey (except Sussex county) 1.3¢ gal. 
“voluntary allowance” off posted 15.2¢ tank wagon price 
for regular, and most other major suppliers reportedly were 
giving “voluntary allowances” or guaranteeing 4¢ margin 
so long as dealer did not drop pump price below 16.9¢. 

San Francisco, Calif. (8¢)—Handful of service stations 
in San Francisco and San Mateo were engaged in gasoline 
price skirmish. Some dealers were selling major brands an 
average of 2¢ gal. “under normal” to meet competition 
from King Regal stations. King Regal, which has four sta- 
tions in San Francisco and San Mateo counties, and is 
building a fifth in San Francisco, was selling regular-grade 
at 19.9¢. 
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Portland, Me. (8¢)—Retail price war here cleared up, at 
least for time being. A few major brand stations were still 
posting 18.9¢ for regular-grade, but majority were up to 
20.9¢. 

Providence, R. I. (6¢)—For third time in two weeks gaso- 
line tank wagon prices dropped 1¢, this time to 11.9¢. 
Retail postings also were down 1¢, with pump prices at 
most major brand stations 15.9¢ or 16.9¢, and some as low 
as 14.9¢. Private brands generally were 13.9¢. 

Los Angeles, Calif. (8¢)—Return to “normal” in Los 
Angeles Basin retail market (see June 30 NPN, P. 109) 
lasted less than 10 days. Third round of price cutting since 
mid-April broke out in Burbank with private brand multi- 
pumps slashing retail postings for regular-grade gasoline 
to 11.9¢ gal. 


Gulf Coast 


Price Cuts Fail To Stimulate Trade 


There was a dearth of open market trading in the Gulf 
market in the week ended July 3. Price reductions for 
lower octane grade of gasoline and distillate fuels the 
previous week failed to stimulate any interest from either 
cargo buyers or upriver accounts. 

Quotations reported by refiners were unchanged for 
all products but late the past week there were renewed 
reports that all grades of gasoline were available at “dis- 
counts” of 0.25¢ gal. from low quoted prices. That applied 
for top-quality premium as well as lower octane grades. 

A two-barge-lot trade in regular-grade gasoline was said 
to have been completed but details were not disclosed. 
There were no other reports of open market sales. 

A large volume of potential winter business in distillates 
hangs over the market but refiners in most instances are 
refusing to make forward commitments unless buyers also 
take prompt material. 

There was increasing concern over the crude oil market 
and this dominated trade talk most of the week. While there 
have been no reports of Mid-Continent or Gulf Coast 
crudes being offered at under posted prices, large quantities 
reportedly are available for sale, especially sour crudes. 

Even East Texas crude, considered by many observers 
as the most desirable of Mid-Continent oils, was seeking 
buyers. Some reports blamed “under-the-market” Rocky 
Mountain area crude for the backing up in Mid-Continent 
supplies. Some 20,000 b/d of Rocky Mountain crude was 
said to be selling at “40 to 50¢ under posted prices.” 


Atlantic Coast 


Price Cuts Fail To Spur Interest 


More companies reported price reductions or “voluntary 
allowances” off posted prices for distillates and heavy fuels 
at points from Baltimore north during the past week, but 
lower prices failed to stir any new buyer interest. 

Terminal markets along the Atlantic Coast remained 
quiet with no open spot sales or inquiries disclosed for any 
product. Nor were there reports of any increase in ship- 
ments against contracts. 

Esso Standard met price reductions on Nos. 4, 5, and 6 
fuels at Philadelphia with “voluntary allowances,” and later 
in week extended 10¢ bbl. “voluntaries” on Nos. 4 and 5 
fuels to New York harbor, both barge and tank car. 
Brooklyn rack prices for these fuels also are subject to 
the “voluntary allowance.” 
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Chicago District 
Light Fuel Prices Dip 0.125¢ 


It was a period of quiet trading for all products in 
Chicago District at the turn of the half year. Light fuel 
prices were down 0.125¢ gal., and gasoline prices remaincd 
unsettled. Heavy fuels, on other hand, were described as 
unusually firm for early July. 

Range oil was quoted at 10.5 to 11.35¢, and No. 2 fuel 
from 9.5 to 10.35¢, FOB Chicago District, both down 
0.125¢ gal. on the price range lows. While major suppliers 
reported no changes in their quotations, some were giving 
0.5¢ gal. from their posted prices to regular outlets on 
shipments taken during summer months. 

Gasoline prices were easy and suppliers generally were 
blaming Gulf Coast shippers for “unseasonal softness” in 
Chicago District. Instances were disclosed of pipe line 
terminal prices matching, or nearly so, the low quotations 
reported at Chicago river terminals. ; 


Midwestern (Chicago-E. St. Louis Area) 


Gasoline Weaker; Heavy Fuels Steady 


Despite already heavy demand and the approaching long 
holiday week end, gasoline showed up weaker in open 
market in the Midwest last week. Light fuels were quiet, 
with spot tank car prices about the same as for some time 
past—“0.75¢ to 1¢ gal. off” to resale agents. Heavy fuels 
were steadiest products in the refined eil list. 

Gasoline continued subject to “discounts at some Great 
Lakes Pipe Line terminals in amounts ranging up to “0.75¢ 
gal. off” delivered cost prices. Refiners said, however, that 
deepest price cuts were on offerings “seriously hurt by 
demurrage charges.” It was simply a case of there being 
much more gasoline available than there was a market 
for, it was pointed out. 

Two such “off-the-market” offerings at GLPL’s Chicago 
district terminal were reported by a refiner. He declared, 
however, that he had refused to meet the 11.75¢, FOB 
Franklin Park competition for regular-grade gasoline. Local 
suppliers generally quoted regular at 11.75 to 13.35¢. 

Heavy fuel prices appeared steadier than for some time 
past. Tank car marketers said it was increasingly difficult 
to find No. 6 oil at $0.95.bbl., Group 3, for resale. One 
refiner said he was quoting $1.00 bbl. to the trade and to 
brokers, alike. 

Refiners’ quotations were unchanged for all products 
with heavy fuel still ranging from $1.00 to $1.15. 


Mid-Continent 


Most Products Continue Easy 


Most refined products, with possible exception of resid- 
ual fuel, remained in ample supply and light demand in 
the Mid-Continent the past week. There was little open 
market activity, and refiners’ quotations generally remained 
unchanged. 

As for residual fuel, it was mostly a case of closely held 
supplies, rather than any substantial pickup in demand, 
which made for a relatively firm market. In fact, some 
tank car marketers who earlier were having to pay $1.00 
or $1.05, Group 3, for No. 6 oil, reported late the past 
week they found difficulty in moving small lots of material 
at $0.95, Group 3. 

Asphalt and road oils generally were in good demand, 
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Summary of Gasoline Prices (June 29 through July 5) 





Motor Gasoline 95 Oct. (Premium): 


N. = (Texas & New Mex. shpt.)........... 
ax ra Speeee & New Mex. shpt.)........... 


woah 
Bah. ieecaine Oct. (Premium): 
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Mf “Tex ruck Tnsp. 


Motor Gasoline 60 aes, M & below: 
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I ime & Row Mae 
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ae ‘exas & New Mex. SRE ee 
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Motor Gasoline 92 Oct. (Premium): 
ice Yor tats iii 
ew Yor r, 
Philadelphia 
Baltimore 


Motor Gasoline 86 Oct. (Regular): 
New York harbor 

New Es  ~rananpe barges.... 
Philadelph: 





Motor Gasoline: 
Western Penna., Bradford-Warren: 
. (Prem. y 


Western Penna., Oil City: 
= Oct. (Prem. ). 
86 Oct. 


err errr re 


Frida: 
July 
12 .625-14.55 


18 .25-13.8 
18 .5-13.75 
(4 st be 25-13 .875 


11.25-11. “ar6) 
10.75-11.375(2 
10.75-11.375 
11.5-12.7 
11.5-12.25 
11.5-12.25 


10 .25-10 .625(3) 
10 25-10 .625 


(2)11-11. 125 
16.3 


15.4 
(2)16 .4-16.6 
15.4-16.1 


2. 45-14.3 
2-14.2 
cis. 9-14.6 
8 .8(2) 
ie: 7-14.1 
12.75-12.8 


15.15-16.4 
13.9(2) 


14.75-15 .25 
13.75-14 


15.5 
13.75 


Thursday 
July 1 
12.625-14.55 
13.25-13.8 
13 .5-13.75 


(4)12.25-18 .875 
11.75-18 
11.75-18 
12.625-14.2 
13(2) 

13 

ON ee en 

10.75-11.875(2 
10.75-11.375 

ll. 

11.5-12.25 

11.5-12.25 


10 .25-10 .625(3) 
10.25-10.625 


(2)11-11. 125 


17.8 

15.4 
(2)16 .4-16 .6 

15 .4-16.1 


13 .45-14.3 
12-14.2 
(3)13 .9-14.6 
18.8(2) 


(2)12.7-14.1 
12.75-12.8 


15.15-16.4 
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14.75-16 .25 
13.75-14 


Wednesday 
June 30 


12.625-14.55 
18.25-18.8 
18.5-13.75 


(4)12.25-18 .875 
11.75-13 


(6)11 .25-11 .875 (3) 
10.75-11 .375(2) 
10.75-11 .375 
11.5-12.7 
11.5-12.25 
11.5-12.25 


10. 25-10 .625(3) 
10 .25-10 .625 
10. 25-10 .625 
(2)10. i 8 
11.25-11.5 
(2)11-11.125 
16.3 
15.4 
(2)16 .4-16.6 
15.4-16.1 


18 .45-14.3 
2 


- 75-15 .25 
. 75-14 
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Tuesday 
June 29 


13.5-13.75 
(4)12 .25-13 .375 
11.75-13 


Oni .e-3i-e 3) 
10.75-11 .375(2) 
Sf 75-11 .375 

1.5-12.7 
it: 5-12.25 
11.5-12.25 


10. 25-10 .625(3) 
10 .25-10 .625 
10.25-10 .625 

(2)10.75-11.8 


11,26-11.5 
(2)11-11. 125 
ot r 


ais. 1-16. 6 
4-16.1 


13. =>. 8 
12-14 

(3)13. 
1 


- 75-15 .25 
. 75-14 


5 


15.5 
13.75 15 15 


* Platt’s Oilgram Price Service not published on July 5. No prices available for that date. 





except in some areas such as West Texas where rainy 
weather was delaying road work. 

Gasoline was still the big problem for refiners. They 
found their local sales good. In Kansas, where wheat 
harvesting was at its peak, demand was especially heavy. 
And most refiners said withdrawals at northern pipe line 
terminals were “normal.” 

Still, prices at terminals were weak, with “discounts” 
of 0.5¢ gal. reported frequently, 0.75¢ occasionally. Mean- 
while, Oklahoma refiners continued to quote upward from 
10.75¢ on regular-grade gasoline for shipment north by 
tank car. 

Lubricating oils also were in oversupply, causing some 
pressure on prices, although refiners reported no changes 
in their quotations. One refiner of South Texas lubes, who 
described both domestic and foreign demand as easy, said 
he was moving just enough material to “stay out of storage 
trouble.” 

No activity was disclosed in distillate fuels. Some re- 
finers were offering summer-fill discounts, but said they 
expect little pickup in business until latter part of July. 


Central Michigan 


Gasoline Shipments Show Increase 


Gasoline shipments continued to increase from Central 
Michigan refineries the past week and prices to jobbers 
were steady. Easiness still marked prices to large con- 
sumers, however. Refiners’ quotations were unchanged 
for all products. 
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Summer discounts on heating oils still were the top 
subject of conversation among local refiners. Some de- 
clared they found demand “about normal” for early July 
even though they were not meeting discounts of 0.5¢ gal. 
reportedly being given by several large companies. 

Heavy fuels were quiet with inventory position varying 
among refiners. While price shading on No. 6 fuel was 
prevalent in some parts of the state, one refiner disclosed 
sale of 50,000 gals. of No. 6 oil at 7.125¢ gal. Quotations 
reported by other refiners ranged from 7 to 7.5¢. 

Call for gasoline was strong, according to some refiners. 
Others said they were still having to “push hard” to keep 
gallonage up to last year. One refiner declared he would 
be operating virtually from daily production by mid-July 
and later on may find it necessary to enter market as a 
buyer to meet contact commitments. 


Western Penna. 


Foreign Interest In Lubes Active 


Western Penna. refiners continued to report increased 
activity in lubricating oils the past week, with foreign 
buyers in particular showing more interest than at any time 
in several months. 

Light products were steady, with gasoline volume up 
from this time a year ago and fuel oils generally in balance. 

Domestic spot sales of neutral oils and cylinder stocks 
totalling 50,000 gals. were disclosed at the current “low” 
prices, and a foreign buyer took approximately 55,000 gals. 
of motor oil from a refiner whose earliest delivery date is 
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NPN Gasoline Index 
(cents per gal.) 


Dealer T.W. Tank Car 
July 2 15.91 12.35 
Month Ago 16.14 12.36 
Year Ago 16.51 12.68 


Dealer index is an average of dealer tank wagon price 
ex tax in 50 cities. 

Tank car index is weighted average of following whole- 
sale markets for regular-grade gasoline, FOB refineries or 
terminals: Okla.; Midwest; W. Penna.; Calif.; N. Y. Har- 
bor; Philadelphia; Jacksonville; Boston and Gulf Coast. 











late July. Also, another refiner said his inventories of bright 
stock were “just about gone” as a result of recent pickup in 
volume of both regular jobber takings and open market 
sales of base stocks. 

While refiners generally were gratified at the increasing 
activity in base stocks, all were quick to point out that, 
at the current “economically suicidal” prices, they are 
“lucky to break even” regardless of sales volume. 

Regular-customer shipments of gasoline continued to in- 
crease, some refiners said, and there were some reports of 
open market sales, although no details were disclosed. 
Crude scale wax and petrolatums continued firm with most 
sales of these products for forward delivery. 


LP-Gas Continues Easy 


Little change in status of liquefied petroleum gas markets 
was indicated in Mid-Continent reports the past weeks. 
Spot demand generally continued light, with takings by 
chemical companies and other industrial buyers reportedly 
“off considerably.” 

Spot prices for propane and butane remained easy; in 
small lots both were available at 2¢ gal., Group 3, with 
prices of 1.25¢ and up reported for large lots in some 
Texas districts. 

Contract prices of most producers for propane and bu- 
tane were unchanged at 3¢, Group 3, with some giving 
0.5¢ discount, and 3 to 3.5¢ on Gulf Coast area. 


Argentine Gas Oil Cargo Closed 


Harwich, Inc., New York, has been awarded contract 
to supply Argentine government with 15,000 ton cargo 
of 45 octane gas oil for mid-July delivery at 8.125¢ gal., 
FOB U. S. Gulf, with freight USMC minus 40% (ap- 
proximately $5.82 per ton), according to Argentine Gov- 
ernment Oil Fields, Ltd. 

Meanwhile, bids were opened past week covering cargo 
of kerosine for delivery before July 31, and three com- 
panies submitted bids in New York. Bid invitation called 
for supplier to furnish transportation. 

Commerce Oil Corp. bid 8.625¢ gal., FOB vessel, U. S. 
Gulf, July 10-15 lifting; offer subject to acceptance on 
or before close of business June 30. 

Sinclair Refining Co. bid 8.75¢ gal., delivered into 
buyer’s tanker at company’s Houston, Tex., refinery, for 
lifting July 20-Aug. 5; offer firm to July 7. 

The Texas Co. offered approximately 110,000 bbls. 
for lifting at Port Arthur, Tex., on or before July 15, 
award of less than entire quantity offered not acceptable, 
at “low quotation for 41-43 water white kerosine in cargo 
lots as published in Platt’s OILGRAM” in effect on date 
loading begins. “Present low of Platt’s for this product 
is 8.75¢ per U. S. gal. and your C & F delivered prices 
would now be as follows: 
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“Delivered from Port Arthur, Tex., to Eva Peron— 
$4.6534 per bbl. 

“Delivered from Port Arthur, Tex., to San Nicholas— 
$4.6852 per bbl. 

“Delivered from Port Arthur, Tex., as split discharge 
to both Eva Peron and Sam Nicholas—$4.7086 per bbl. 
Of each of preceding per bbl. costs, $3.6750 represents 
FOB cost of product and remainder is freight. 


Texaco bid also stated that company’s product has 
typical distillation test range of 25 to 30% at 200 deg. 
C. instead of 35% min. called for in tender. Offer ex- 
pires July 10. 


Gasoline Prices for 50 U. S. Cities 


Following are averages of prices for regular-grade 
(housebrand) gasoline, and taxes, in 50 representative 
U. S. cities on June 1 as reported by The Texas Co. to 
API. Figures in ¢ per gal.; (i) and (d) indicate increase 
or decrease as compared with May 1. 
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(*) Includes 1¢ city tax. (**) Includes 0.5¢ city tax. 





Crude Oil Prices 


No changes in crude oil prices reported in week 
ended July 3. For complete crude price schedules, 
see P. 120 & 122 of June 30 NPN. 














2 at@iace in effect July 2 at Refineries and Terminals 


CALIFORNIA 
Los Angeles Dist.: 


Gasoline 
OKLA., Group 3 (Okla. shpt. 
(4)12. 25-18 . 875 
(6)11.26—11 .375(3) 
10 .26-10 .625 (3) 
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11.75-18 


10.75-11 .875 
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Kerosine, Gas & Fuel Oils 
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CENTRAL MICHIGAN 
(FOB Central Michigan refineries. ) 
12.3-12.8 
12.65-18.1 
12.3-12.8 
11.8-11.8(2) 
8.75-10 
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(29-9. 75 
$1. 25-1.60 
(a) 
(a Subject to 0.5¢ “temporary allowance” is 
northern half of Ohio. 


CALIFORNIA 
San Joaquin Valley Dist.: 


9. S33: 16 


a | RE a”, 5-9. 15) 


G8 a above Dil Diesel . 


14.75-15 .25 He. 6 
8. 75-14 


8.75-9.7 
$1.30-1. 60 


18. 76-1 CENT. W. TEX. (Truck transport lots) 


15.5 

18.76 
Ohio—Quotations of 8.0. Ohio for delivery to 
Ohio points: 


CENTRAL MICHIGAN 
(FOB Central Michigan refineries) 


(4)14.6-14.75(2) 
(4)18 6-18.75 


Prices herewith are reproduced from Platt’s OJLGRAM Daily Oil 
Price Service, associated with National Petroleum News, whose re 
resentatives in all NPN-OILGRAM offices devote their time exclusively 
to reporting oil industry prices everywhere. 

Prices shown in tables are sales prices or quotations or general offers 
or posted prices by refiners, by pipeline terminal operators, and by 
tanker terminal operators; for current sales and shipments; for the busi- 
ness day or period stated; except Tank Wagon prices, prices are for 
bulk lots such as tank car, truck transport, barge; prices applying _ 
barges or cargoes or truck transport lots only, so designated; 
fineries or terminals; in cents per gal., except per bbl. where $ sign > 
shown; wax and petrolatums in cents per pound, ex all fees and taxes; 
for crude oil and its products lawfully produced and transported; re- 
ported as received by OJLGRAM and National Petroleum News but not 
guaranteed; for subscribers’ private use only and not for resale or 
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8.25-9.875 


distribution or publication. During periods of short supply, some sellers 
and at times all sellers, withhold quotations to new customers or the 
posting of firm prices but give OJLGR the prices they otherwise 
would quote to the trade in general a Minh they confine to their 
regular customers te and. oo prices appear in the price tables. 
Gasoline ratings are by Research Method and are minimum 
ratings, except where ae uu is used to indicate that octane rating is 
by ASTM Motor Method. For further details of price conditions apply 
to any NPN-OILGRAM office or see back of any OJLGRAM Price 


Service invoice. 


For complete price service a oe daily from nearest OJILGRAM 

iray office, New York, Chicago pos | Houston, address Pilatt’s 
LGRAM Price Service, 330 W. 42nd St., New York 36, N. Y. Annual 

Schentdien rate in U. S.: $150 per year, payable in advance. 
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Natural Gasoline 
(Group 3 & Brochen reckenridge prices are to blenders 

freight basis shown below. Shipments may 
orilaace in any Mid-C 





FOB GROUP 3 


lubricating Oils 
WESTERN PENNA. 


Prices are for sales made, or offers reliably re- 
ported, to jobbers & compounders aly. 


Viscous Neutrals—No. 8 col. Vis. at 70° F. 200 
Vis. (180 at 100°) 420-425 fi. 
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(Vis. at 100° F. FOB S. Tex.‘ refineries for do- 
mestic and/or export shipment.) 


12.26(6) 
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PRICES in effect July 2 at Refineries and Terminals—Cont. 


Atlantic & Gulf Coasts 
Prices are of refiners, FOB their refineries & tanker began gm 2 and of tanker terminal operators 
nals. Ships oles smal 





LPG Prices 
(Of refi FOB refi in cents per gal. 
tank cars or transport. ) 

Commercial Industrial 
District Propane Propane 
N. Y. Harbor..... 8 8 
Philadelphia...... 7.75(8) 7.75(8) 
Gulf Coast....... 8-8.5 3-3.5 
ED. cvcncvucel 7 7 
Wax 
WESTERN PENNA. (T.C. in Bulk) 
White Crude Scale: 
124-126 A.m_p.........+++ (2)5 . 25-5 .65 
SEABOARD 


Melting points are AMP, 38° higher than 
EMP. Prices are for carload lots. Domestic 
prices are FOB refinery; scale in bags or bbls; 
fully refined slabs loose, Export prices are 
F scale in bags or bblis., fully refined in 
bags or cartons. 


Crude Seale: N.Y. Domestic N.Y. Export 
124-126 white.... 7.10(2) 6.5-6 .6(8) 
Fully Refined: 

123-5.... 7.95-8 45 8-8 .25 
125-7.... 8.45(8) (2)8-8 . 45 
128-80... 8.45(8) (2)8-8 . 45 
180-88... = ....4. (2)8-8 . 45 
183-5.... 8.55(8) (2)8-8 .55 
135-7....  8.05-8.55(2) 8.25 3.56(2) 
188-40... 8.55(8) 8.25-8 .55(2) 
148-5.... (2)8.55 8.25-8 .55(2) 
149-51... 10.55 


Chicago District Prices 


Prices to jobbers & distributors in tank car 
and/or truck transport lots FOB refineries, 
pipe line terminals and inland waterway barge 
terminals. 


Motor Gasoline 


Sere 12.75-14.85 
Gy Rhee oc vcncees 11.75-18 .35 
Light Fuel Oils 

CO , ——e x10 .5-11.35 
Ss ena + 0000-00044400 x9 5-10.35 
Heavy Fuel Oils 

No. 5, low sulfur.......... 6.7-7.05 
No. 5, high sulfur......... (83)6 . 7-6 .95(2) 
No. 6, low sulfur.......... (2)5 .9-6 .05 


No. 6, high sulfur (4)5 . 7-5 .95(2) 


Mexican Bunker Prices 
U. S. DOLLARS PER BBL. OF 159 LITERS 


Bunker C Diesel 
(Ships Bunkers) 
Me m Gulf 
Tampico......... $1.95 $3.75 
Veracruz......... 1.95 Sane 
Minatitlan....... 1.95 3.75 
Pacific Coast 
Guaymas....... $2.60 $5.65 
Manzanillo...... 2.60 4.75 
Salina Cruz...... 2.60 4.75 
Pacific Coast 
(In Ships’ Diesel Bunker C 
. or Fuel Fuel 
Deep Tank Lots) (P.S. 200) (P.S. 400) 
San Pedro, Calif... $4.20(5) $1.80(5) 
San Francisco... . 4.41(4) 1.85(4) 
Portland, Ore... .. 4.62(4) 2.10(4) 
Seattle, Wash... . . 4.62(4) 2.10(4) 
62 





FOB their termi 


* bunkers prices are mee 






























































92 Oct. 86 Oct. 
Jeol ; oie ont Fad 
District Gasoline G No. 1 Fuel No. 2 Fuel 
N. Y. Harbor. . 16. . 18.45-14.3 ~+e+ (8)9.95-10.24(18) (3)8 .95-9 .27(16) 
do - 15.4 12-14.2 9. 7-9 .957(15) (3)8. 7-8 .95(16) 
pO PE 16.6-17. 1@) 14.6(6) 5 ans .4(10 9.4(11) 
Baltimore...... 15 .4-16 2.7-14.1 12.5 ein) 9.1-9.851(10) 
ak - “saeaes 75-12.8 -e+. %10.1(7) +9.1(4) 
ST TOG... beteen. | 5 ee eee 11.8 10.1 9.1 
Ra ee 15.7-17 oe A 18.5 10-10.251(15) 9-9 257(15) 
Charleston... .. 18 .6-15 .25(2) 12.6- etve 10.4(5) 9.5(5) 
Corpus Christi 18 .5(2) 11. $18: He ee A ts ee 
Houston haeceve 13 .25-14.25 (2)12.25-12.3 10.125-10.25 tay Ay 25 
0 heat * geaanel 3)". +. gue « 
Jacksonville 14.4-15.4 13.4(7) 11.8(11) 10(8) 
ie » 09 eb’ A 4 ) ae eer 
Mobile........ (2)14.6-15.4 18.1(8) F 11.1(4) 9.9(2) 
New Haven.... (2)16.8 14.3(8) shed 9.9610 3408) 8.95-9.27(10) 
New Or! . 14.4 2.4 11.6 is ) 9.1(8) 
vc, . takes  _)- velo’ epee 8 .125-8 .85 
Norfolk........ 18 .8-15.6 12.6-138.2 10. 3G) $900) 
Pensacola...... 4.7 .2(2) 11,1 9.914 
Philadelphia... . (2)16.4-16.6 @)i3.9-14.6 )10. 1-10. 35t (9)9.1 
do barges. . se 38 ) 6)9 .85-10.1f a Hae tee) 
Pt. Everglades. . ons Poe 7 18.4(4) 11.8(5) 0 
Portland....... 1(4) 14.6(4) 10.1-10 .35+(8) 9.1-9.351(8) 
Providence.... . ities 14.5(5) 10-10 .251(8) 9-9 .257(8) 
Savannah...... Gy. 6-15.7 en. et 4) 11. a4} 10(6) 
» Re 4.2-15.6 3.3 11.7 10(4) 
N. 18 .4-15 .35(2) 12.4-18 .85 12.07 10.4(7) 9.5(6) 
Light Diesel 
No.5 Shore Plants Ships’ Bunkers Heavy Diesel 
No. 4 Fuel Fuel (50 ct., 55 d.i.) (45 ct ct., 45 d.i.) Ships’ ? Dumibevs 
+$3.16-3.72 tt$2.73 9.85-9.6(7) $3. 89(4) $3 .64(4) 
Sree phases  § 5. aseses | §  sesses 
8.78 sy | Za Seer rrr 
3.19(2) 2.76 9.75(5) 3 .95(4) 
8.18 ee) + seseee >). pigktees<4ae 
sGlewas 2.42 9.4 3.74(2) 
eseuwn 2.39 3+ peal Sa a bale 
Fic bi +#8.09(5) 9.65(6) 3.91(3) 
rere rr" 9.62(2) 3.89(2) 
oekeee 9(2) $.70-8.74(5) 
foneea 10(6) 4.20(6) 
eeuses 10.2(2) 4.20(3) Mehese 
FS5 en ee 8.99 ate’. 4 
8.30 4} ot In els ae REE NERS 
A. Fe 2. 42 9.438 3.74(8) 49(2) 
3.20 2.75 9.714) $.93(3) 3.68 (3) 
@s.18 @)2.94-2.99G) (7)9.6-9. 761 8.9504) 3.7004) 
eovans ee 10(3) 4.20(4) etice'e a 
e peyee pane 9.75(4) neha pendhe mt 
enna +#8.09(3) 9.65(4) 8.91 Sonal a 
Von 2.80 10163 4.20(6) sibese 
oe aa idan 106 4.20(5) Sales 
oie hie 9.6(2) 8.89(3) <xet ke 
No. 6 Fuel No. 6 Fuel Bunker C 
No. 6 Fuel Sulfur No. 6 Fuel Max. 1, % Fuel 
No Guarantee Max. 1, % Sulfur Shi 
Guarantee Sulfur Bunkers 
*Y. Y. Harbor... (2)$2.15-2.28¢+(8) (2)$2.16-2.25¢¢(18) (2)$2.85-2.43 (2)$2.85-2.40 (2)$2.15-2.25T1(9) 
~~~ Ae 2.25(6) 2.2515) 2.43 2.40 2°25(4) 
Baton Rouge. . .98 1.95 .95(2 
ageiete tt2 .32(6) tt2.29(5) tt2 2015) 
Charleston..... 2.28(2) 2.20(8) 2.20(3) 
Corpus Christi 1.98 1.95 (3)1.95-2 .10(2) 
Houston....... (4)1.98-2 .00 1.95(5 1.95(12) 
Jacksonville 2.21(6) 2.18 6) 2.18(6) 
Miami......... 2.18 2.153 2.15(3) 
Mobile. ....... 2.038 2.00 2.00 
New Haven.... 112.303) ¥12.27 2.27 
New 0% 1.98(2) At th + 20053 
Norfolk...... 2.26(3) 2.28(4) 2.2315 
Os aval 2.38-2.41 ate “ene 2.30-2.35 
Philadelphia.... (7)2.15-2.25t7 (7)2.12-2.22TT 2.20(4)x 2.17(3)x 2.12-2 .22t+(6) 
Pt. Everglades. 2.18(2) 2.15(2) er anes 2.15(8) 
Portland....... tt2.32(2) tt2.29 ey sine tt2.29 
Providence.... . +2 .29(5) Tt2.26(4) 2.44-2.54 2.41 tt2.26(3) 
Savannah 2.23(5) 2.20(4) 2.20(5) 
Tampa........ 2.15(4) 2.13(4) 2.18(5) 


Note—At Atlantic Coast points from Baltimore south and at Tampa, prices of some sellers for 


distillate fuels to bulk 





to 0.25¢ gal. 
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's 15¢ higher than prices shown above. tPrice subject 
“voluntary allowance.” TtPrice A to 10¢ bbl. “voluntary allowance.” 


1954 








Gulf Coast—Cargoes, Domestic & Export, All Ports 
Cargo prices are FOB ship at U. S. Gulf, minimum of 20,000 bbis., ant we 
other refiners, export agents, or tanker terminal operators. The figure in 

prceehenpamplohngemmatmanac sve 


tion Gasoline (MIL-F-5572) Kerosine & Light Fuels 


by refiners only to 
parentheses after each 


én 

min. Bon 41-43 w.w. Kero......... 8.75(2)-9-9.25-9.75(2) 
Grade 91/96.............. 17. 44 er re 7.75(2)-8(2)-8 .25-8 .75(3) 
Jet Fuel (MIL-F-5624e) 

GenGe TE. cial neo dnnunes (2)9 .25-9.75 Diesel & Gas Oils 

Motor Gasoline 48-47 Diesel Index. ...........--e005- 7.75-8(4) 
95 Oct. Prem. . 12-12. 25-12. 6-1 18 18.25(2)-13.75 48-652 Diesel Index.......... 7. 875-8 .125(3)-8.5 
90 Oat, BOOM... 602 .s00 15- te 13 58-57 Diesel Index......... 8.125-8 .25(4)-8 .625 
WP SPs INS sik. d'ndve act 6 ¢aneae take evil. 25 

87 Oct. Regular.......... 10-10. ‘on. bag 

Po Oe PRs cireedes seeiceesan .: ag os: .o Heavy Fuel—Cargoes 

79 Oct........ aauictiae ch t+ «cen 5-9. a No. 5 Fuel, 0-10 p.t......-...--sseeees $2.60(2) 

1078 Sg ee Bunker “C” Fuel....... $1.85(7}-1.90-1 .95-2.00 


Aviation Gasoline Prices 


(Prices are for tank . truck 
Mie Fesere, fe uot om. be myo a transport lots; aviation gasclines meet specification 








Grade 100/130 Grade 91/96 Grade 80 
Sob seweduaheouseoee cain 19.6(2) 18,18) 17.62) 
Dab deee csadesdaeesecesccoent 19.7 18. 17.7 
iadnesonppinitnnscecnseeaten 19.6 18.1 17.6 
cD epAtrneda ad bashes ecercsends 19.6 18.1 17.6 
ited th 6s ane eben gab asian 19.5 18 17.6 
New Orleans, La. (Baton Rouge)......... . 18.5 17 16.5 
Wilibies b cowedebadenen cana 18.6 17 16.5 
Delius < one vegeaeneees venetian 19.16 17.65 17.665 
Buffalo Detroit Toledo 
17.4 ° coee 
15 .2(2) ‘ eam 
11.4(6) : ll. a ae 11.7 
10.8(8) os 11. 75- 10.85 
» tee - (@)il. Tet, 3) 11.45(2 
10.4(6) - ala $e + 9 10.45(2 
cess 8.15a 7(8) 
8.85(2) 7.68 é: “$e ) 6 .5(3) 





Venezuelan Crude Prices 


Prices are of Creole Petroleum Corp. for sale and/or purchase of cargo-lot quantities FOB deep- 
water terminals at ports named, and are subject to crude availability and com: ‘8s requirements ; 
2e per bbl. differential per degree of gravity applies for gravities below and above those shown, 
except for Lagunillas Heavy for which price shown applies regardless of gravity. Price —— 
for each cargo is that in effect at time whey FY for loading. For purchases made fields, 
prices shown are basis for such purchases with ded ing made for terminaling and pipe 
line services in accordance with published tariffs. Purchases Creole not subject to contracts with 
Venezuelan government are made at prices established by ule shown below less lc per bbl. 





ae API Price (Bbi.) FOB Effective Date 
$1.76 Las Piedras or Amuay 6-23-53 
2.18 Amua 6-23-53 
1.85 Las Pledras or Amuay 1- 1-64 
2.30 Amuay 23-53 
268 4 $-28-58 
2.68 5 or Amuay 6-23-53 
8.40 Tucupido 6-23-58 
8.06 Puerto La Cruz 6-23-53 
2.82 Puerto La Crus 
2.88 Puerto La Cruz 6-23-53 
2.82 Puerto La Cruz 6-23-53 
2.25 Caripito 6-23-58 
2.30 Caripito 6-23-58 
1.61 Capure (Pedernales) 1- 1-64 


Middle East Crude Prices 
(Petes are per bbl. of , U. 8S. gals., exclusive of local port or other governmental charges, sales 










taxes, etc., if any; FOB loading port indicated, for gravities shown; 2c per bbl. differential per 
degree of ‘gravity applies for gra below and above those shown. ) 
Persian Gulf 

Crude Company Gravity Price Loading Port Effective Date 
Arabian Esso 86-86.9 $1.97 Ras Tanura, Saudi Arabia 1-27-58 
Arabian M. E. de Sales 34-84.9 1.98 Ras Tanura, Saudi, Arabia 1-21-53 
Arabian 4 Overseas Supply %86-86.9 1.97 Ras Tanura, Saud! Arabia] 1-24-58 
Basrah Esso Export 86-86.9 1.92 Fao, Iraq 1-27-68 
Iraq — 86-86.9 1.92 Fao, Iraq 1-16-53 
Iraq $5-85.9 1.90 Fao, Iraq 1-20-58 
Iraq tt Overseas Supply %86-86.9 1.92 Fao, Iraq 1-24-68 
Kuwait Iranian 81-81.9 1.72 Mina-al-Ahmadi, Kuwait 1-16-63 
Kuwait Exploration $1-81.9 1.72 Mina-el-Ahmadi, Kuwait 7-16-58 

tar Anglo-Iranian 40-40.9 2.08 U Said, 1-16-53 

Esso 86-86.9 2.00 Umm Said, Qatar 1-17-53 
tar Shell Petroleum 89-89.9 2.06 Umm Said, Qatar 1- 
tar Soc.-Vac. Overseas Supply 389-89.9 2.06 Umm Said, Qatar 1-24-65 
Eastern Mediterranean 

Arabian Esso 86-36.9 2.39 Sidon, 1-17-58 
Arabian M., E. Crude Sales 84-84.9 2.85 Sidon, 1-21-68 
Arabian Soc.-Vac. Overseas Supply %86-36.9 2.89 Sidon 1-24-53 
iraq Anglo-Iranian $6-36.9 2.89  Tripoll, Syria §=- 7-16-58 
Iraq Esso Export 86-36.9 2.39 Tripoll, Syria =: 7-17-53 
Iraq Shell Petroleum 36-86.9 2.39 Tripoll, Syris 7-20-58 
Iraq Soc.-Vac. Overseas Supply %86-86.9 2.39 Tripoli, Syria 7-24-53 
Fer East Crude Prices : 

Putece ave tn U. 5. dollase per SOL. of 68 U- S. gabe, , ex loca! port or other government charges, 
for crude within gravity range stated, loaded in full cargo lots, FOB. port indicated. 
Crude Company Gravity API we FOB Effective Daw ¢ 
Seria Light Sarawak Oilfields Ltd. 87-88 $2.60 Lutong, Sarawak 4- 1-64 
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PRICES in effect July 2—Tank Wagon 


_ Prices for gasoline do not include taxes; they do, however, include 
inspection fees as shown in next column. Gasoline taxes, shown in separate 
column, include 2¢ federal and state taxes; also city and county taxes 
as indicated in footnotes. Kerosine tank wagon s also do not include 
taxes; kerosine taxes where levied are indicated im footnotes. Discounts, 


Inspection fees per Po incited, fo both gasoline and kerosine prices 
i ified, ows: 

we {ye0e on Godan, Ark. 17200; Fla. 1/8c; Ill. 3/100c; Ind. 2/25c¢; 

Kans. 1/100c; La. 1/32c; Minn. $/200¢; o. 1/25¢; Neb. 3 ; Nev. 

1/20c; N. C. 1/4c;_N. D. 1/20c; Okla. 2/25c; S. C. 1/8¢; S. D. 1/40c; 

d Wisc. 3/100c 





if any, are shown in footnotes. 





These prices in effect July 2, 1954, 
heir headquart 


Tenn. 2/5c; an 














Kerosine inspection fees only: Ala. 1/2c; Iowa 1/50c; Mich. 1/5c. 























as posted by principal marketing companies at t ers’ offices, 
but subject to later correction. 
Esso 
Atlantic Aitensto Stendard of , CHEVY Ron Esso 
Gasoline Kero. & Bapaier) Av. 80/87 Gaso- (Regular ) 
efining (RegularGrade) No.1 No.2 Californi ae T.T. Standard Gasoline Kero- 
® Cons. Dir. Fuel Fuel - 400 Gals. &over Taxes Cons. oe. . 4 
T.W. T.W. Taxes T.W. T.W. 16.1 19.6 8.0 T.W. T.W. Taxes T.W. 
Allentown, 15.6 19.1 8.0 15.2 15.2 60 13.8 
pep 15.8 15.8 7.0 14.8 18.1 172 20:7 8:0 ° 15.2 16.2 6.0 18.7 
Altoona..... 14.4 12.4 7.0 14.85 13.46 18.8 22.3 7.0 - 16.1 16.1 8.0 secs 
| __ apepte 16.38 16.8 7.0 14.85 13.45 18.6 22.1 1.5 16.6 16.3 8.0 16.1 
Greensburg.. 14.9 14.9 7.0 14.85 13.45 16.6 20.1 8.0 15.6 156.6 8.0 one. 
Sarvisbars 15.4 16.4 7.0 14.8 18.1 16.6 20.1 8.5 16.2 162 8.0 i6.8 
15.4 15.4 7.0 18.7 12.5 188 228 8:5 15.9 15.9 8.0 14.5 
Pittsburgh.. 16.8 16.8 7.0 14.85 13.45 166 20.1 8.5 15.0 15.0 8.0 18.7 
Reading. - 15.8 15.8 7.0 14.8 18:1 186 24.3 8.0 15.4 16.4 8.0 14.1 
Wilkes 18.0 18.0 7.0 14.6 18.4 16.9 20.9 7.0 16.9 16.9 8.0 16.0 
Williemsport 16.8 16.8 7.0 14.6 18.4 17.2 20.7 8.5 -16.4 164 790 15.0 
Wilmington, 29.0 82.5 4.0 16.7 16.7 17.0 16.8 
.. ee 16.4 16.4 7.0 18.7 12.7 18.8 21.8 4.0 Zs LY 2s 4 
Conn..... 14.9 18.4 6.0 18.1 Standard Standard -. 16.0 160 9.0 14.6 
New Haven. 15.6 15.6 6.0 12.7 Diesel Standard Stove én ie 2 8-8 a9 
Mass..... 144.9 14.9 7.0 .... 18.9 Kerogene Pet Sr Te 168 1683 90 149 
Springfield.. 14. 4 VO .cce 6 (400 gals. & over) (ex all taxes) 16.0 160 90 16.5 
Prov R, 3.,.508.9 212.9 6.0 .... 28.8 ton Fron 16.1 12.7 12.7 14.2 -14.9 4.9 9.0 Fes 
Camden,NJ. 15.2 16.2 6.0 i8:% 12.7 ies) 8. a ee 16.5 16.5 9.0 °:. 
Newark..... 16 16.2 6.0 18.7 12.7 Fresno “* 49's 13.5 13.5 15.0 16.4 15.4 90 ape 
Albany,N.Y. 16.6 15.6 6.0 14.1 12.6 Phects. 18'8 16.1 161 BH - 14.6 14.6 9.0 18.2 
paghamtee. 16 16.56 6.0 14.4 18.1 apa aes 18/6 15°65 ’ . 44 44 9.0 13.0 
Perens 16.2 2 6.0 16.1 14.1 Perticad.. | 181 ss or ey . 15.7 16.7 9.0 14.1 
Elmira...... 16.5 6.56 6.0 14.6 18.6 i 181 13°38 ocr nee .14.8 43 9.0 12.9 
Rochester... 16.2 6.2 6.0 14.7 18.4 } aor tothe 206 15.7 * - 15.9 15.9 9.0 15.0 
Syracuse.-:. 16:2 16-2 6.0 14.5 18-2 ae. « « -- fe ae . vees 4.9 49 90 18.4 
atertown.. 17.6 17.6 6.0 16.8 14,1 | ~ ia ecaaRgs 24.7 15.2 is'2 ié'? _ a: aa! ee 14.1 
aa” ee Salt Lake... 17.0 18:5 11.6% 14.0 Be 8 8S ES 
_ 15.1 16.1 8.0 12.9 Hi 7 18 15.6 15.6 9.0 14.0 
Richmond, ee Ee 6 186... 15.7 15.7 9.0 14.8 
Wee dbacs 15.4 156.4 8.0 14,1 12.9 Jeunes ’ 19 '8 iat was - 16.2 16.2 8.5 14.8 
Tie Gas cnss 16.0 16.0 9.0 14.56 18.6 
Jaahne Tare: sewers, v3. “EES Le 
Fia....... 16.1 15.7 9.0 Boise—8c gas tax to motor fuel only 3600 & over 18.0 — 
Miami...... 16.1 15.4 9.0 Gbe0 ores ene are 2e f ate state. : Steel bbis........ ig 25.5 
Snevel Lake—Te gas tax to motor fuel Baltimore, 
- ~ Vege. es oe See are 2c federal, 4c state. 3,600 phew... 16.7 
a ae Se gas tax to motor fuel Stee! Se. i SS 25.5 
Eatedsipate, Ba. cceees 18.5 19.5 only | oruee taxes are 2c eteral, 3.5c terri- Washington, D. C 
ttaburgh........... 22.0 23.0 Standard Diesel/furnace price is x 3,600 gals. & over 17.2 
le territorial liquid fuels tax. All T.T. prices 
Heavy Fuel Oile—-T.W. are ex Hawaiian gross income tax of 1% to FUEL OILS—T.¥W, 
~ 7 = ee resellers, 2.5% to consumers. No. 1 2 
Philadelphia, Pa....... 6.1 
Notes: Notes: em ** 51. ae 
Premium-grade gasoline t.w. prices 2.5¢ above Gasoline—For other deliveries of Chevron Baltimore, Md..... .... 12.9 
i Georgia and 2c. (Regular) and Chevron Aviation 80/87, add to Washington, D.C.. .... 18.38 
erosine—' Pa. & Del., add le per gal. 400-gals.-and-over price 1.0¢ for 40-199 ; Danville, Va....... .... 14.1 
for t.w. deliveries of less than 100 gals. at one 0.5¢ for 200-399 gals., except for to ‘etersburg 14.6 18.3 
time. Camden—Add le for del Marine trade in Alaska ( Chevron Norfolk - 18.7 18.6 
@als., 2c for less than 100 gals. Aviation 80/87) where 0.5¢ diff applies Richmond. - 14.1 12.9 
Mineral Spirits prices also apply to Stoddard to 40-399 gal. delivery; for less than 40 gals. Roanoke... soos |«=—4..S 
Solvent. add 5.0c gal.; except at Honolulu add 5.0c for © Charlotte, - 14.5 185 
xEffective June 25. less than 40 gals. to Marine trade and less Hickory 14.8 18.8 
than 100 gals. to Shoreside trade. Prices for Mt. Alry.......2++ ss0: 14.1 
Chosen Gratien + ag Salt lap bp Raleigh........... as 4 4 
Cont] (N. B. Prices are Continental's | ~A pm —, —s ~ a a ; 7 
preme (Premium) are Charleston, 8. C.... .... 12. 
Oil tank-wagon prices. Current selling 2.2c gal. higher, except at Boise, oe) Columbia......... «..+ 14.3 
Spartanburg....... .... 18.2 


rices may vary from those shown 
use of local conditions.) 
Cenoco 














than 400- tax. 
N-tane (3rd Gaso- Kero- gals.-and-over price, except at Honolulu, add otes: Kerosine —Atlan’ 
(cegular)Grade) line sine 6.0¢ oe for less than 40 gals. me and = pA mew a ay a gp add le for 
Den Col. b+ _ 8 7 —s 4 yay 80/87 fF ay Prices, 1epere. Oe. na. price of ow delivery 
ver lest ea ‘ . .0 15.8 ron =" 
Grand June... |: 18.3 11.8 8.0 ine een 91/98, 5.0e for 100/190 and 8.0¢ for of 1080 4 oy for min. eo’ of 2,500 gals. 
Pueblo.......... ’ ‘ 0 16.0 . price is $2.88 per bbL 
Casper, Wyo.. 16.7 15.7 8.0 15.5 Kerosine—T.T. except at Salt Lake Premium-grade gasoline t.w. prices i.e 
Cheyenne....... 16.9 15.9 8.0 16.8 City, apply to deliveries of 400 gals. & over a 
Billings, Mont... 18.0 .... 8.0 17.0 other than 40 gals., add 
patie. ear 19.2 yooh 8.0 18 H 8c; 4 gals., add 1c; 40-199 £24 $ ' Le 
Helena. 5... 18.6 = aan 8.0 18.8 S tank truck price is for minimum ~ ca, pat at ‘price per U. A 
ose ae ade A 17.0 btract 
Twin Falls,Ide... 21.6 .... 8.0 20.2 Standard Diesel/Furnace Of] & Standard (Revo Gasatine 
Aibuquer., N.M. 16.9 i169 865 165.9 Oil—T.T. prices are fer deliveries of 400 Regular Grade) Kero- 
a 15.6 14.6 8.5 15.2 gals. or more. For 40-199 Dealer Gasoline sine 
Santa Fe........ ee So gals., add le; 200-899 gals., add 0.5¢; less T.W. Taxes T.W 
Muskogee, Okia.. 15.0 14.0 8.5 18.9 than 40 gals., add be. 52 15.0 2.2 
Oklahoma City.. 14.8 18.8 8.8 14.1 Standard No. 2 Burner Oil. ‘7 «(150248 
pics Sie hah 14.9 18:9 8.5 18.5 1.7 18.0 2.2 
23.7 18.0 26.2 
ici Humble Humble ‘6 18.0 25.1 
Gasoline tax column includes these tax- Oil — by Tank Re- ‘$ i's 35:3 
a ADeenwene S Roswell, 0.5¢; Santa Fe, 1c; T.W. Retail Taxes Wagon tail' 4 9.0 27.5 
am one ae Piiweme M$ Bl gs Be is 1 one BG 
nw BY pay A iy FJ Sesoline and =» Houston... .. 47 20.0 6.0 18:8 17:5 . Se 24 
200 gals. ; 200-399 gals., deduct 0.6¢; 400 gals, “SP Antonio. 15." 20.8 6.0 18.8 11.5 tio | a8 
and over, deduct le. Notes: 22.4 10.0 24.9 


Notes: 


T. W. prices are to consumers and dealers. 
Premium-grade gasoline t.w. prices 2.38¢ 
above regular. 
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T.W. prices are to all classes of dealers and 


consumers. 
Premium-grade gasoline t.w. prices 2c above 
regular. 





Taxes: Gasoline taxes are provincial taxes. 
Notes: Premium-grade gasoline t.w. prices 2.5¢ 


above regular. 
*Price is for Premium-grade. 
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AGAIN in 1954! top awards for editorial excellence. 


Since 1951 when National Petroleum News entered 
Industrial Marketing’s Editorial Achievement Competition 
it has constantly won awards for editorial excellence. 


In 1951 — First Award for best series of articles 
“Multi-pump Service Stations Today and 


Tomorrow” 
In 1952 — First Award for best series of articles 


“Multi-pump Service Stations in 1951 . . . An 
Idea Takes Hold” 


In 1953 — Award of Merit for outstanding series of 
articles 
“Lubrication and Motor Oil” series — 1952 

In 1954 — First Award for best original research 


“How Much Dirt Can Hide in an Automobile 
Crankcase?” 


Award of Merit for outstanding single 
article 


“Gasoline Wars and How To Stop Them” 


National Petroleum News <3 


Oil marketing men learned years ago to depend on Nation- 
al Petroleum News for information that would help them 
improve their business. They find “editorial excellence” 
in every issue of National Petroleum News. 


Oil marketing men from the major oil companies and 
thousands of distributors and independent jobbers buy 
most of the equipment, direct the building, maintenance 
and operation of all facilities (bulk plants, terminals, serv- 
ice stations and truck fleets) used in moving oil to market. 
Also, they select the brands of non-petroleum products 
sold in service stations. Advertisers of equipment and 
resale products for this industry get a bonus in terms of 
impressions on potential buyers when they advertise in 


National Petroleum News because of its proven “editorial 
excellence.” 


WOW 
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PRICES in effect July 2—Tank Wagon—Cont. 
Secony Vacuum 











Picptiges Alves s/v s/V 
Grade Grade Mobilgas (Regular Grade) _Mobilfuel Mobilheat No.4 No.6 
Gasoline 80 91 100 «=6Cons. . Cons. Dir. Mobil Kerosine Diesel (Neo. 2 Fuel Fuel Fuel 
Taxes T.W. T.W. T.W. T.C. T.C. T.W. T.W. T.C. Yard T.W. YT.C. T.W. T.C. Yard T.W. T.W. T.W. 
Re cates hime rrr seen aw ee CS als ty - per ree FT RAS isin 2e see 6.09 
- er: aie eves ica'e eset Bab a> eee, CES ices EO” ches 9.5* 13.1 11.0) 6.09 
Ce. sees wikia ivae sete ees 16.6 15.6 10.8% 10.4% 14.2 9.7 18.4 9.3* 9.4* 18.0 11.01 6.09 
C.D: svve eae pe ae ae cease See SE > eben ee | ais * aa eget | me e 6.09 
OM ssas wie'bia Fees eke ..-. 15.6 15.6 10.2% 10.5% 14.4 9.6 18.5 9.2* 9.56* 18.1 11.01 6.09 
638: Bs SBS... BA BS BS Bee Bee Bee: cscs 9.8 138.0 9.4 9.6 12.6 6.71 
G2 axe> edo s ..e. 15.4 16.4 16.6 16.5 10.9 10.9 14.4 10.8 18.6 9.9 i" Ap * Soe coos 
4.6 6. oH! 82 UBS SS US Oe a4 Se OS BO RS RR RE le ces 10.05 
oe sexs Seas esos 15.4 16.4 16.6 16.5 12.38 12.6. .... rere oe Ff Ue ee Sl eee auas 
ae” ksh bon rang a *§ oe ft ere UU Ct ee OS pa J os ee . yo 
ue’. nae eed + ie 2 soe 3y.8: Beek > ee ee ee ee eee Pe. BE. TB” Cj ewe ceces 
6.0 28.0 24.0 ont 3.3 20.8 2e eee  ee  ee ee e - RBlkccce oceans 
Pre ©4686 - BS - BS ee eS UE. Cos. BS BS Bi BB... Bs 
* eer ~*~ eees coon OS: DG TO Te Wine vena See a ee me” = —aebae : eseee 
6.0 ea bis = a ue suse 16.1 16.1 eses ened eho éses seee oe aime ey 
* a . 14.8 14.8 14.9 18.4 10.55% 10.55* .... 9.95 18.4 FM? ot ! gee ee 
Sie. wese -- 144.8 14.8 15.6 156.6 10.2% 10.2% 9.6 18.1 ee! ee Meee” nate ee aen 
B80 ices woe 8 eS FT 6.56 "16.6 10.95% .... 10.36 18.9 er wards Me epece 
* arr .. 14.9 14.9 14.4 14.4 10.35* 14.6 9.75 18.0 9.35* i Stews” -swatee 
7.0 20.8 21.8 28.8 18.7 «12.9 14.9 14.9 10.25% 9.65 13.3 9.25* > wees 0 
ae: aha sé pig 16.8 16.8 a cote nS weer Pn i@itey ‘eases 
.* ae a6 18.2 18.2 a Path 15.1 és ¥ Sy eer 
* eer es 15.9 15.9 = (Se 14.0 os ‘ Pe .: sheds, aruen 
7.0 28.0 24.0 os 1 2.8. Bek. eee, nace " 10.00 13.5 9.6* Pn: eecoe. “spies 
6.0 21.8 22.8 24.8 14.6 14.6 16.6 11.9 10.26*.... 14.9 9.65 18. 9.25* ue sesve 
7.0 eee on 15.6 16.6 16.6 11.7 11.7 und ie SS ee UL ee Of eee 
TE dues Seee cease . eae.» we 4 meee éae's coos we i. oS ae” svess  onabe 
Tank W Prices Buffalo N. Y¥. City Rochester Syracuse Boston Hartford 
Mineral bnashbdbedeboscoas Sbecccecqecace |. aun 18.0 20.5 22.0 19.0 20.0 19.5 
Fe Bis OB Fe WOPMARRs cccrccccccceccecccoccoesos §=©GBD 19.5 22.6 28.5 20.5 21.5 21.5 
Taxes: N.Y.C. prices are ex 8 Cy cniey sem, Spmeenee pion ot 0 ee eae, eT. te eae. 
Discounts: Mobile Kerosine—New York City (all ) and Mt. a eee oe 
Mobilfuel All tank wagon less 0.5c for deliveries of 800 or more. 
Mobilheat—New York City (all boroughs) and Mt. Vernon, tank wagon less 0.5c for deliveries of 300 gal. or more. 
Notes: Jamestown T. C. prices are delivered prices, all other T.C. prices are FOB bulk terminals. 
Effective dates: xJune 23, BJune 29. * Subject to 0.25¢ temporary discount. 
Sohio X-Tane Gasoline 
Ohio Standard Aviation Gas.-Cons.T.W. (Regular Grade) Naphtha & Solvents—Cons. T.W. 
Sehio Sochio Sohio Con- Re- KR. D.C. V.M.&P. io 
Avia. Avia. Avia. sumer sell- Sel- Naph- Naph- Varne- Sol- Kerosine No.1 No.2 
80 91 100 —sCOT.W. ers s.s. vent tha tha tene vent T.W. Sohio- Sy 
Heat eat 
28.76 24.75 27.75 18.4 14.9 18.9 21.5 23.0 23.0 22.0 22.0 14.7 14.7 18.7 
28.75 24.76 27.75 18.7 115.15 19.6 21.6 23.0 23.9 22.0 22.0 14.7 14.7 18.7 
28.75 24.76 27.765 18.7 115.15 19.6 21.6 23.0 23.0 22.0 22.0 14.7 14.7 18.7 
28.75 24.75 27.75 18.7 15.15 19.6 21.6 23.0 238.0 23.0 22.0 14.7 14.7 18.7 
28.75 24.76 27.75 18.7 715.15 19.5 21.5 23.0 23.0 22.0 22.0 14.7 14.7 18.7 
28.76 24.76 27.75 x18.5 «15.0 x19.3 21.5 23.0 23.0 22.0 22.0 14.7 14.7 18.7 
23.75 24.765 27.75 18.7 115.15 19.56 21.6 23.0 23.0 22.0 22.0 14.7 14.7 18.7 
28.75 24.765 2776 x18.5 x15.0 x19.3 21.6 23.0 23.0 22.0 22.0 14.7 14.7 18.1 
28.75 24.76 27.75 18.7 115.15 19.6 21.6 23.0 23.0 22.0 22.0 14.7 14.7 18.1 
238.76 24.75 27.75 18.7 115.15 19.5 21.6 23.0 23.0 22.0 22.0 14.7 
28.75 24.76 27.75 «18.5 x15.0 x19.3 21.5 23.0 238.0 22.0 22.0 *14.7 14.7 %18.7 
28.75 24.76 27.75 8.7 15.15 19.6 21.6 23.0 23.0 22.0 22.0 14.7 14.7 18.7 
eee oadsececes é 23.75 24.76 27.75 18.5 x15.0 x19.3 21.6 23.0 23.0 22.0 22.0 14.7 14.7 18.7 
Taxes: Hangar operators can purchase aviation gasoline less 4c per gal. State Road Tax by supporting purchase with State Tax Exemption Form 


A-10 to supplier. 
Discounts: Sehio Aviation—on contract to hangar operators and resellers, 2c off consumer t.w. 
Netes: Kerosine, Nos. 1 and 2 Fuele—Prices are for 100 poe ame, > So 0° ame. add lec per gal., 1-49 gals. add 2c per gal. 

Na — _ and drum prices are for of gals. or more. For other deliveries: 150-499 gals. add 2c; less than 156 


Premium-grade gasoline t.w. prices 2c above regular; third-grade prices same as regular unless otherwise noted; s.s. prices are at company operated 


*Subject to 0.5c “temporary Allowance.” tThis price correct on and since June 19; shown incorrectly in June 30th, NPN. xEffective June 23. 


Indiana Standard 
Tan 


k wagon prices listed below were obtained by NPN correspondents who visited Standard 
of Indiana bulk plants where the company’s prices are publicly posted. 


























Red Crown St lex Furnace Oi]—————_——_ Ke 
(Reg. Grade) Gaso- Kero- 100 «100- 100- 175- 350 850 
Cons. Dir. line sine 1-99 gs. 1% 349 #86849 ff. £*. Standard 
T.W. T.W. Taxes T.W. gals. over gals. gals. gals. over & over 
P. Crown Gaso- Kero- 
Chicago Lee nals 18.8 16.8 7.0 16.8 ies ie: Oe A Net lee —_. 
ce. En aa ne ae Dealer Taz 8 T.W. 
Mple.-St. Paul....... 17.8 16.8 7.0 16.7 16.0% .... 14.0% .... 18.8 .... 18.8° toes 16.1 9.0 15.2 
ie Pe Oh. iy SE ee ey eC ccs wwe abe Backs 1 oaad> Lexington 17.4 9.0 15.9 
Bt. Loute, 1 Wass dak 17.2 15.7 6.0 16.0 14.4 18.4 rs 6.2 9.0 15.2 
Wichita, Kans....... 15.4 15.0 7.0 14.6 12.8 11.8 ni 9 9.0 14.8 
Omaha, Nebr........ 17.65 16.0 8.0 16.0 14.4 18.4 5 9.0 15.1 
Fargo, N.D......... 17.7 17.2 7.0 17.6 15.4 14.4 6.0 9.0 14.6 
Huron, 8. D......... we AA Be A See eer eee ee 4 9.0 15.6 
Milwaukee, Wisc. 18.8 17.8 6.0 17.0 16.0 15 14.5 5.8 11.0 14.9 
> Sa 
Fuel Oile—T.W.—Chicago, Texas Fire-Chief Gasoline 3 8.0 16.5 
le ne . ° ° 
190 gales. onee. » TW. ‘Taree LW. 1 so 18.6 
gals.. ‘ ’ . 
100-149 gals. . 8.0 18:8 9 10.0 14.6 
& over 6.0 188 0 9.0 15.6 
gale 6.0 13:8 
400 gals. & over 6.0 18.8 ones 
6.0 14.85 5 a0 3 
6.0 18.3 G tax includes these city @ 
6.0 13.3 county “— Mobile, 3c city; Birmingham, 1e 
1-749 gals. $:0 13:3 on en Oh one a included 
760 gals. & over 6.0 18.8 t kerosine, le; Montgomery, 
Taxes: St. Louis, Mo., gasoline tax includes lc 6.0 18.8 erosine, le; Mississippi, kerosine 0.5¢. 





eity tax. Des Moines, Ia., kerosine and furnace Notes: Dealer t.w. prices apply also to all 
< prices °. a include my state a —e oo consumers with minimum delivery -— 
jen, occupa’ +» consumer use a to te) gals. remium-grade gasoline t.w. bove 
added where applicable. Premium-grade gasoline t.w. prices 2c above regular. ay) nf ate ene Se o 
*Temporary” price. regular. Cons. t.w. prices anme as net dealer prices. 
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ADVERTISERS INDEX 


This <r is published as a omens to the 
readers. E care is taken to make it accurate, 
but NATIO AL PETROLEUM NEWS as- 
sumes no responsibility for errors or omissions. 





AC Spark Plug Division General 


Motors Corp. 71 
American Flange & Mfg. Co. 4 
Anthony Co. 42 
Barmotive Products, Inc. 9 
Blackmer Pump Co. 21 
Champlin Refining Co. 22 
Coats Co., Inc. 41 
Columbian Steel Tank Co. 27 
Continental Can Co. 33 
Continental Oil Co. 36-37 
Deep Rock Oil Corp. 63 
DuPont de Nemours & Co., Inc., 

E. I. 48 
DuPont de Nemours & Co., Inc., 

E. I. 2 


DuPont de Nemours & Co., Inc., 


E. I. Facing Page 24 
Electric Auto-Lite Co. 46-47 
Erie Meter Systems, 

Inc. 2nd Cover 
Ethyl Corp. 28-29 
Fram Corp. 1 
Gilbert & Barker Mfg. Co. 24 
Goodrich Rubber Co. 6 
Gulf Oil Corp. 43 
Hartol Petroleum Corp. 63 
Hood Rubber Co. 6 
National Petroleum News 51-65 


New England Petroleum Corp. 61 


Oronite Chemical Co. 69 
Paragon Oil Co. 63 
Patent Chemicals Inc. 63 
Philadelphia Valve Co. 34 
Pratt Poster Co. 11 
Prest-O-Lite Battery Co., 

Inc. 12-13 
Purolator Products Co. 39 
Republic Oil Refining Co. 60 
Scully Signal Co. 61 
Sinclair Refining Co. 8 
Smith Corp., A. O. 3rd Cover 
Sun Oil Co. 4th Cover 
Texas Co. 19 
Tung-Sol Electric Co. 20 
United Refining Co. 61 
United States Rubber Co. 49 
United States Steel Corp. 14 
Warner Lewis Co. 11 








yy RATE 
$1.50 a line. 


3 lines. Box numbers 
count one wiaitioneh line. 
ae Sas. Undisplayed rate is one 
half of above rate, payable in advance. 


DISCOUNT OF 10% if full payment is mode 
eee © 28 S20 rs insertions of 


r 


CLASSIFIED 





DISPLAYED RATE 
The advertising rate te $14.99 oo ee for all 


froct baste. Contract rote request 


rates quoted on request. 


AN ADVERTISING INCH is measured 
way on one column, 3 columns—30 
@ page. 


Send NEW ADVERTISEMENTS to Goaiies feo sriicine , Division, 
NATIONAL PETROLEUM News, 330 W. 4 St, N. Y. 36, N 
SECTION CLOSES each Wednesday, one week preceding date of issue. 














REPLIPS (Box No.): Address to office nearest you 
NEW YORK: 330 if 42nd St. (36) 

CHICA GO: 520 Michigan Ave. (11) 

SAN FRANCISCO: 6s Post St. (4) 


eC Me 


== Pesitien Voor? 














il 


For Sale: 1951 Chevrolet Tractor, 2000 . Low 
hung, Pennsylvania Furnace Trailer. 4 ompart- 
ments; 2%” Gravity Meter. Excellent opyeee. 
ance. All “tires gooc Priced to sell. FS-3 
National Petroleum News. 








For Sale 
































Y Petroleum & TBA Credit Manager now 
handling 25,000 accounts for large Independent 
Oil Co, desires change to a similar ty; pee os aniza- 
tion offering retirement benefits and unlimited 
promotional opportugities. College trained, mar- 
ried, veteran, seven years experience. Will locate 
anywhere. Box P- 3235 National Petroleum News. 


Position Wanted 








Wanted: 55 or 30-gal. oll drums in good con- 


dition, at aaeagy | or guns. Sims Barrel Co., 


#6 Greystone, K. C. 


"BUSINESS OPPORTUNITIES) 


























Peg Round Hole—College graduate, mar- 
ried, three children, a pan sales 
background. Will relocate. 3218, National 
Petroleum News. 








What is 
Your Need? 


Do you need competent men 
for your staff? Men experi- 
enced in the Petroleum in- 
dustry. Men to fill executive, 
sales or technical positions? 


Or are you looking for—or 
offering—a business oppor- 
tunity of special interest to 
men in the industry served 
by this publication? 


Or are you seeking buyers 
for surplus used equipment, 
or want to buy such equip- 
ment? 


The solution of any of these 
needs can logically be found 
first among other readers of 
National Petroleum News. 
You can get their attention, 
at small cost through an ad- 
vertisement in this “CLAS- 


SIFIED” Section of NA- 
TIONAL PETROLEUM 
NEWS. 











Wanted to buy: Established gasoline distribu- 
torship or commission agency _ oneOni Penna., 
Maryland or Southern New York State. BO 3170, 
National Petroleum News. 





Active Rural ath annually in 
excess of 1% million gallons of light products,— 
(gasoline, oil,—fuel oil.) Own Bul ant. Nine 


acres on’ railroad siding, in Allegheny County 
Penna. Full equipment. Contact William Leonard 
Milburn, 400 Russellwood Avenue, McKees Rocks, 
Pa. Federal 1-7226. 


To purchase business, prefer major 
franchise with some controlled business in central 
United States. Reply Box 466 or telephone 1563, 
Hannibal, Missouri. 


Investment Wanted 


Will furnish cash, credit, marine transportation 
—_ ment and administrative services to Inde- 
dent Oil Company, located on navigable in- 
and waters, having good case history but short 
of working ‘capital. Strictly confidential, Genesee 
Investments, 135 West roadway, 
Wisconsin. Phone 2-1134 or 2-2948. 


STEEL STORAGE TANKS 


Railroad Tank Car Tanks 
6,500 to 1 Gol. Cap. 











Waukesha, 





se ¢ Church Sfrect 
York 7,N. Y. 
ae Conleser’ 7-8090 








FOR SALE 


Following equipment in top condition. 


25 Ton lowboys and hi-decks, 7400 gallon 
tankers, 1950 to 1952 LP-195’s, L-185’s, 
LF-195’s, F-8 Fords 1946 to 1949, KB-8’s, 
KBI1's, K8F’s. 

We have the largest stock of this type of 
equipment in the Middle West and will 
not be undersold. 


MILLER SALES & SERVICE 
1026 S. Riverside Drive, lowa City, lowa 
Phone 8-3691 + Affer hours, Ken Berkey, 7798 
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ABOUT OIL PEOPLE 


Jackson 


Beller 


e oe 
Davis 


SPECIAL INDUSTRY CITATION is accepted by Harry A. Jackson, vice president 
in charge of eastern division operation, Tide Water Associated, on behalf of his 
company. The award was presented to Tide Water by the United Jewish Appeal 
for “deep and sympathetic interest through the years in the work of the United 
Jewish Appeal.” Samuel H. Davis, Arguls Gas and Oil Co., Brooklyn (Tide Water 
distributor) presents the award as Louis K. Beller, Public Service Tire Co., looks on. 
Beller is general chairman of the United Jewish Appeal automotive division 


Burnett Doucett Ash 


CANADA'S HIGHWAY 400 connecting 
Toronto and Barrie gets its first service 
station. Honorable George H. Doucett, 
Minister of Highways cuts the ribbon of- 
ficially opening the new Shell station, as 
W. M. V. Ash, president of Shell Oil of 
Canada, Ltd., and S. C. Burnet, Shell's 
Toronto division manager, give him a 
helping hand 
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William A. Elam is president of a 
new oil jobbership now getting under 
way in Gastonia, N.C. His new com- 
pany, Piedmont Oil of Gastonia, Inc., 
now has one new station under con- 
struction and is working on locations 
for several more. It will distribute 
products of Crown Central Petroleum 
Corp. of Baltimore. 

Elam recently came to the oil busi- 
ness from the ladies nylon hosiery 
business. For the last seven years he 
has been an executive of a hosiery 
plant in Gastonia. 

7” 

G. W. Hart, Wilmington, Calif. 
district manager of Shell Oil Co., has 
been promoted and transferred to 
Albany, N. Y. as division sales man- 
ager. He has been Wilmington dis- 
trict manager since 1951. 

Replacing Hart in the Wilmington 
post is M. V. Erickson, assistant to 
the division manager, Chicago divi- 
sion of Shell, who, began with the 
company in 1928 as a service station 
salesman. 

* 

Felix Chappellet, General Petro- 
leum Corp. executive on loan as act- 
ing general manager of the Western 
Oil & Gas Assn., in Los Angeles, has 
been named permanent manager and 
secretary. He took over the post last 
Nov. 24 succeeding John M. Peirce, 
now California director of finance. 


Ralph R. Mc- 
Coy, who started 
his career as an 
Esso service sta- 
tion employee in 
Washington, D. 
C., has been ap- 
pointed assistant 
marketing co-or- 
dinator of the 
Standard Oil Co. 
(New Jersey). The 
appointment 
brings McCoy back to the Jersey 
Standard New York Offices from 
Hamburg, Germany, where he has 
been serving since 1951 as share- 
holder’s representative for Germany, 
Switzerland and Austria. 

McCoy joined Esso in 1928 and 
gained his early marketing experience 
in the company’s Washington office 
where he served in several clerical 
positions before becoming a general 
salesman in 1937. He advanced 
through several sales positions and 
became district manager at Hagers- 
town, Md. in 1942. 

In 1943 he made special marketing 
studies for Jersey Standard in Brazil 
and the United Kingdom. He served 
as deputy marketing advisor for Eu- 
rope and North Africa in 1949, and 
in 1950 became assistant head of 
Eastern Hemisphere marketing co- 
ordination. 


L. W. (Luke) Finlay, who succeeds 
McCoy in Hamburg, is a member of 
Jersey’s legal staff and a former 
Brigadier General of the U.S. Army. 
A 1928 graduate of West Point, Fin- 
lay served with the Army Corps of 
Engineers, and graduated from Yale 
Law School in 1933. 

He became a counsel for Esso 
Standard in 1938, after several year’s 
law practice in New York City. Later 
he transferred to the parent Jersey 
Standard. 

He served in the Army Transporta- 
tion service during World War Il, 
rising from Captain to Colonel. Since 
the war, Finlay has been called back 
to active duty three times, serving the 
last two periods as a Brigadier Gen- 
eral. 


R. R. McCoy 


* 

Richard M. Truett has been made 
Tide Water Associated Oil Co.’s assist- 
ant district sales manager in San 
Francisco, succeeding Floyd Pratt, 
recently appointed Los Angeles dis- 
trict sales manager. Moving up into 
Truett’s former post as agency super- 
visor for San Joaquin Valley sales is 
Kenneth D. Robertson, of Alameda, 
presently holding down a similar posi- 
tion in the San Francisco office. 


NATIONAL PETROLEUM NEWS * July 7, 1954 








Cc. L. Burrill 
has been ap- 
pointed chief 
economist 
for Standard Oil 
Co. (New Jersey). 
The position is a 
new one, under 

2 which Burrill will 
y co-ordinate ec o- 
nomic studies for 
Jersey’s board of 
directors. 

Burrill has been manager of the 
general economics department since 
March 1, when he returned to Jersey 
after serving as vice president of Cre- 
ole Petroleum Corp. He came with 
Jersey in 1940 from the faculty of 
Harvard Business School. Prior to 
joining Creole in 1949, he headed Jer- 
sey’s budget department. He is a grad- 
uate of the University of Washington, 
class of °32, the Harvard Business 
School, class of ’34 and received his 
doctorate from Harvard Business 
School in 1938. Burrill takes on his 
new job August !. 

® 

J.A.Cogan, 
head of Jersey 
Standard’s co-or- 
dination and pe- 
troleum econom- 
ics department, 
since 1947, is re- 
signing to accept 
an executive posi- 
tion with Imperi- 
al Oil Ltd., Jer- 
sey’s Canadian 
affiliate. Cogan 
joined Jersey in 1932 as a process 
engineer in the Esso refinery at Baton 
Rouge, La. He was appointed assist- 
ant head of the co-ordination and 
economics department in 1945 after 
serving as associate director of the 
program division, Petroleum Admin- 
istration for War. Cogan is a gradu- 
ate of Colorado College, and Massa- 
chusetts Institute of Technology. 

Succeeding Cogan head of the co- 
ordination and economics department, 
will be C. J. Hedlund. He has been 
with Jersey since 1940,and since 1949 
has been head of the petroleum eco- 
nomics division. From 1952 to 1953, 
Hedlund was director of the program 
division, Petroleum Administration 
for Defense. He is a graduate of the 
University of Minnesota. 

R. W. Adams has been named act- 
ing manager of the general economics 
department. Adams was formerly as- 
sistant to Burrill, now chief econom- 
ist. Adams joined Jersey in 1946. He 
is a graduate of Northwestern and 
Massachusetts Institute of Technology. 


C. L. Burrill 


J. A. Cogan 





SLIDE B 


Oils from test engine 
being studied with 
Electron Microscope. 
Note (slide A) how 
additive keeps 
damaging oxidation 
residues suspended 
throughout oil. (slide B) 
with no additive, 
coagulations of sludge 
particles and oxidation 
residues form in oil. 
(Magnificetion 

8,000 times.) 


bh 


Performance studies with Electron 
Microscope help provide better oils 


With Oronite Additives 
you can formulate oils to 
meet the new A.P.L Service 
Classifications and can 


The Electron Microscope is one of many tools 
Oronite employs to provide you superior lubricating 
oil additives. This test method enables us to study 
the action of additives on sludge and resin particles 
formed in the engine. It’s just another example of 
our continuous program to provide you with ad- 
vanced additives. 


The research and testing facilities behind Oronite 
additives are among the most advanced in the nation. 
With this years-ahead research it is possible that 
Oronite could provide your finished oil with advan- 
tages you need to win and hold a market. 

Oronite will tailor-make additives to your base 
oils— meeting your price and performance specifi- 
cations. 


See what Oronite can offer you. Just contact our 
office nearest you. 
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OTHER 


OROWITE PRODUCTS 
Gas Odorants 
Polybutenes 
Phenol 
Wetting Agents 
Dispersant FO 
(Furnace Oil Inhibitor) 
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Swindell Mueller 


Purse Knearl 


GREAT LAKES DISTRICT LEADERS of the Oil Industry Information Committee 
at the chairmen’s meeting held at Leonard Refineries, Alma, Mich.: Frank Swindell, 
Indiana Standard, Detroit, OIIC executive vice chairman in Michigan; Hans Mueller, 
The Texas Co., Chicago, OIIC state chairman in Illinois; E. R. Purse, Shell Oil, 
Milwaukee, OIIC executive vice chairman in Wisconsin; Homer Knearl, The Texas Co., 
Indianapolis, vice chairman films and speakers in Indiana 


Grimm Maxwell 


Roberts Hearin 


NATIONAL TANK TRUCK CARRIERS, INC., a conference of the American 
Trucking Assns., will be led by these officers during the coming year: Assistant 
Treasurer Frank L. Grimm, O’Boyle Tank Lines, Washington, D. C.; Second Vice 
President O. B. Maxwell, Maxwell Co., Cincinnati; First Vice President J. A. Roberts, 
P. B. Mutrie Motor Transportation, Inc., Waltham, Mass.; and President Don B. Hearin, 
Jr., Hearin Tank Lines, Inc., Baton Rouge. Not shown are: Treasurer Emanuel Alboum, 
Tank Truck Rentals, Inc., Lancaster, Pa.; and Secretary and Managing Director C. 


Austin Sutherland, Washington, D. C. 


Kenneth G. Mackenzie was elected 
an honorary member of the American 
Society for Testing Materials during 
the group’s meeting in Chicago, June 
15. 

Mackenzie retired from Texaco in 
March as assistant to the vice president 
for refining. He has been a member 
of ASTM for 42 years and from 1913 
to 1922 was secretary of its committee 
on petroleum products and lubricants. 
He was elected president of the So- 
ciety in 1930. Mackenzie is also chair- 
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man of the committee on petroleum 
products and lubricants of the Ameri- 
can Standards Assn. 

om 

William H. Van Scoyoc will move 
from Philadelphia to Tampa, Fia., 
where he takes on his new job as act- 
ing manager for Sun Oil’s Tampa 
sales district. 

Van Scoyoc joined Sun as a service 
station attendant in Boston after grad- 
uating from McGill University in 
Montreal. He left the company in 


1943 to serve three years as a naval 
officer in the European, African, and 
Asiatic theatres of war. Prior to his 
recent appointment, he was special 
assistant in the merchandising depart- 
ment in Philadelphia. 


William B. Hutchinson is now em- 
ployment and training manager for 
Pure Oil in Chicago. 

Hutchinson has been with the com- 
pany for 20 years. He was formerly 
manager of marketing sales training. 

~ 


F. S. Schwend has been elected 
assistant to G. L. Brennan, vice pres- 
ident of Warren Petroleum Corp.'s 
liquefied petroleum gas_ division. 
Schwend has been with Warren since 
1946 and since last January has been 
general manager of the LP-gas di- 
vision. 

Go 

S. H. Elliott, vice president and 
director (marketing) for Standard of 
Ohio, is the new chairman of the 
nominating committee for the division 
of marketing of the American Petro- 
leum Institute. 

Other members of the committee 
are: 

R. C. Arnold, Gulf Oil Corp., Pitts- 
burgh, vice chairman 

R. D. Lowe, Elk Refining Co., 
Charleston, W. Va., secretary 

W. J. Arnold, The Pure Oil Co., 
Chicago 

E. K. Bennett, E. K. Bennett Oil 
Co., Longview, Tex. 

H. Earl Clack, H. Earl Clack Co., 
Havre, Mont. 

W. E. Downing, Independent Oil 
Men’s Assn. of New England, East 
Boston, Mass. 

C. R. Jonswold, Arrow Petroleum 
Co., Chicago 

J. A. Lentz, Continental Oil Co., 
Denver 

N. J. Nahoom, Citizens Oil Co., 
Tallahassee, Fla. 

J. A. Ransford, Tide Water Asso- 
ciated Oil Co., San Francisco 

S. C. Spivey, Alabama Independent 
Service Station Assn., Birmingham 

W. G. Tierney, The Derby Oil Co., 
Wichita, Kan. 

E. V. Weber, Ohio Petroleum Mar- 
ers Assn., Cincinnati 
keters Assn., Cincinnati. 

W. W. Wright, Sun Oil Co., Phila- 
delphia, Pa. 

= 

G. M. Cook has been named assist- 
ant to the president, Oronite Chemical 
Co., Standard of California market- 
ing subsidiary. He had been senior re- 
search chemist with California Re- 
search Corp. 
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Factory Equipment on Nearly as Many 
New Cars and Trucks as All Other Makes 
Combined —the Industry’s Greatest 
Ready-made Replacement Market! 








AC is the Only Spark Plug with Thin-Tipped, 
Self-Cleaning Insulator, the Power-Boosting 


Fuel-Saving Insulator that 


Revolutionized Spark Plug Performance 


GM 
es] 


Ac SPARK 


PLUG 
GENERAL 


MOTORS 
FLINT, 


PivVision 
Cc CORPORATION 
MICHIGAN 
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. 


NEW PRESIDENT of the Assn. of Eastern Petroleum Credit Managers, F. Raymond 





Kraemer 


Kraemer acknowledges the good wishes of William A. Foote, Texas Co., Buffalo, his 


predecessor. Kraemer is a credit and financial consultant of Mineola, 


principal clients consist of oil jobbers 


F. Raymond Kraemer, new presi- 
dent of the Assn. of Eastern Petro- 
leum Credit Managers, is a credit and 
financial consultant at Mineola, N. Y. 
His principal clients are oil jobbers. 

Except for his first job with a 
government supply department, 
Kraemer’s entire business career has 
been connected with the oil industry. 
After some six years of night work at 
New York University on accounting 
and financial analysis he went to work 
for Tide Water Associated Oil Co., 
Eastern Division, at Long Island City, 
in 1921. During the next nine years 
he was attached to Tide Water of- 
fices in Bayonne, Newark and New 
York. 

Kraemer serves several large fuel 
oil jobbers with a combined total of 
over 50,000 customers. He sets credit 
limits, handles collections, and in a 
general way counsels on financial and 
business management problems. 

He is a past president of the Mine- 
ola-Garden City Rotary Club; and of 
the New York Petroleum Credit Man- 
agers Assn.; a director of the Long 
Island Ass.; an associate member of 
the American Institute of Manage- 
ment. 

* 

Officers of Oil Information Com- 
mittees in the five western states met 
with the Western Oil and Gas Assn. 
public relations subcommittee and 
OIC officials from New York in 
Santa Barbara, Calif. to plan for this 
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N. Y., whose 


year’s Oil Progress Week and review 
other aspects of the West Coast in- 
dustry public relations program. The 
meeting was attended by John Funk, 
Warren Hillgren and Edward T. Ful- 
ham, all of Western Oil and Gas 
Assn.; H. H. Roberts, Standard of 
California; W. B. Curtis, General Pe- 
troleum Corp.; Felix Chappellet, 
WOGA; J. H. Sembower, Shell Oil 
Co.; M. C. Coleman, Tide Water As- 
sociated Oil Co.; H. W. Stewart, Shell 
Oil Co.; S. Z. Natcher, Standard of 
California; Adm. H. B. Miller, OLIC; 
Floyd F. Ackerman, OIIC; E. M. 
Mead, General Petroleum Corp.; P. R. 
Gallagher, Shell Oil Co; T. C. 
Moroney, Honolulu Oil Corp.; Paul 
W. Harvey, Shell Oil Co.; D. D. 
Nixon, Richfield Oil Corp.; Ray L. 
Carter, Shell Oil Co.; Basil Kantzer, 
Union Oil Co.; H. E. Paul, The Texas 
Co.; J. E. Pendergast, Shell Oil Co.; 
C. E. Denton, Union Oil Co.; George 
J. Murray, Jr., Tide Water Associated 
Oil Co.; G. Stewart Brown, Standard 
of California; Jerry Luboviski, Union 
Oil Co., and Stark Fox, Oil Producers 
Agency of California. 
+ 

S. A. (Sy) Gunness will maintain 
offices in Chicago in his new job as 
assistant manager of lubricating oil 
sales for Deep Rock Oil Corp. For- 
merly lubricating oil salesman for the 
Chicago area, he will now service ac- 
counts throughout the Midwest & 
portions of Canada. 


COMING MEETINGS 





JULY 

California Petroleum Distributors Assn., Pal- 
ace Hotel, San Francisco, Calif., = "17-18. 

AUGUST 


Florida Petroleum Marketers Assn., Tides Ho- 
re oY Bath Club, St. Petersburg, Fia., 
ug. 6. 


National Congress of Petroleum Retailers, 8th 
annual convention, Sir Francis Drake Hotel, 
San Francisco, Calif., Aug. 8-13. 


Seuth Carolina Oil Jobbers Assn., Bon Air 
Hotel, Augusta, Ga., Aug. 9-10. 


Secy. of Automotive Engineers, national West 
rer meeting, Angeles, Calif., Aug. 
16-18. 


SEPTEMBER 


Oil Industry Information Committee, Conrad 
Hilton Hotel, Chicago, Ill., Sept. 8-10. 


Interstate Oil Com poet. we yt Fonte- 
nelle Hotel, Omaha, Neb., Sept. 9-11. 


Michigan Petroleum no fall convention, 
Park Place Hotel, Traverse City, Mich., 
Sept. 10-11. 


New Mexico Petroleum Industries Committee, 
annual convention, LaFonda Hotel, Santa 
Fe, N. M., Sept. 13-14. 


Packaging Institute, petroleum packaging com- 
mittee, Philadelphia, Pa., Sept. 13-14. 


National Petroleum Assn., 52nd annual meet- 
ing, Hotel Traymore, Atlantic City, N. J., 
Sept. 15-17. 


American Petroleum Institute, Lubrication 
Committee, Traymore Hotel, Atlantic City, 
N. J., Sept. 15-17. 


Ohio Petroleum Marketers Assn., fall confer- 
ence and golf tournament, Hollenden Hotel, 
Westwood Country Club, Cleveland, Ohio, 
Sept. 22-23. 


Pennsylvania Petroleum Assn., fall convention, 
Pocono Manor Inn, Pocono Manor, Pa., 
Sept. 26-28. 


Tennessee Oil Men’s Assn., fall meetings, Pea- 
body Hotel, Memphis, Tenn., Sept. 27-28. 


Independent Oil Compounders Assn., annual 
meeting, Hotel Sheraton, Chicago, Ill., Sept. 
27-28 


OCTOBER 


Texas Mid-Continent Oil & Gas Assn., annual 
meeting, Plaza Hotel, San Antonio, Texas, 
Oct. 4-6. 


Empire State Petroleum Assn., fall meeting, 
Whiteface Inn, Lake Placid, Whiteface, 
N. Y., Oct. 10-12. 


National Assn. of Oil Equipment Jobbers, 4th 
annual meeting, Congress Hotel, Chicago, 
Ill., Oct. 10-12. 


Secy. of Automotive Engineers, national trans- 
portation meeting, Boston, Mass., week of 
Oct. 18. 


Texas Oil Jobbers Assn., Management Insti- 
tute, Driskill Hotel, Austin, Texas, Oct. 
19-21 


Nebraska Petroleum Marketers Assn., annual 
convention, Paxton Hotel, Omaha, Neb., 
Oct. 20-21. 


Independent Petroleum Assn. of America, an- 
nual meeting, Tulsa, Okla., Oct. 25-26. 


National Labricating Grease Institute, 22nd 
annual meeting, Mark Hopkins Hotel, San 
Francisco, Calif., Oct. 25-27. 


Texas Oil Jobbers Assn., Management Insti- 
tute, Caprock Hotel, Lubbock, Texas, Oct. 
26-28. 


NOVEMBER 


Secy. eof Automotive Engineers, national fuels 
and lubricants meeting, Mayo Hotel, Tulsa, 
Okla., Nov. 4-5. 


American Petroleum Institute, 34th annual 
meeting, Conrad Hilton Hotel and Palmer 
House, Chicago, Ill., Nov. 8-11. 


Assn. of American Battery Manufacturers, an- 
nual convention, Edgewater Beach Hotel, 
Ghicago, Ill., Nov. 15-17. 


Packaging Institute, Petroleum Packaging 
Committee, Statler Hotel, New York, N. Y., 
Nov. 29-30. 


Oil Industry TBA Group, annual convention, 
Park Plaza and Forest Hotels, St. Louis, 
Mo., Nov. 29-30. 
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Crank and Gear TraimAssembly 


Valve and Base Assembly 
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L ittle wonder that the remarkable, 
Self Purging PM-2 Meter is the talk of 
the industry! Once you examine the 
three simple sub-assembly units you can 
see for yourself that here is a meter of 


superior design. Let our nearest representative show 
you the A. O. Smith PM-2 Meter. 
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Welding Machines Pressure Vessels and 
and Electrodes a, Heat Exchangers «© 
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The meter is the heart of 
the pump and this meter is 
doubly-guaranteed to give 
you years of service. First—a 
full 2-year guaranty. Second 
—a $15.00 replacement plan! 


Through research . ...a better way 
‘ ® 
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Factories: 5715 Smithway St., Los Angeles 22, Calif.; P.O 
Box 500, Succasunna, N. J. Offices: Atlanta, Chicago 7, 
Houston 20, Los Angeles 22, New York 17. Canada: Toronto 
12, Vancouver 1. International Division—Milwaukee 1, Wis. 
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Strategically Located Sources of 


SUN BLENDING STOCKS 


offer you the advantages of volume pick-ups 
and flexibility in operation and inventory 


és 









lm MARINE TERMINALS @ WAREHOUSES 


Carry a full line of base stocks to meet nearly every blending requirement. 
Are equipped with blending facilities to provide finished oils when needed. 


© WHOLESALE OFF ICES Have personnel trained to help you with your 


blending problems. Have complete delivery and price information. Call any Sun office or 
the Wholesale Manager in any of the offices listed below. 





Boston—HUbbard 2-7765 Da.Lias—PRospect 1611 MoNnTREAL— PHILADELPHIA— 
Cuicaco—HaArrison 7-2562 Detrrorir—WOodward 1-7240 Willbank 2131 KIngsley 6-1600 
CincInNATI—GArfield 3930 JACKSONVILLE— New York City— PirTsBURGH—GRant 1-1645 
CLEVELAND— VUlcan 3-6100 Jacksonville 3-0941 LExington 2-9200 Toronto—GLadstone 3581 


SUN OIL COMPANY .- Pxmsvetrns sz. Pa. 


In Canada: Sun Oil Company Ltd., Toronto and Montreal 





